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CARLISLE SHOE CO. 
Carlisle, Pa. 


Fashioned in Tandrite Calf, 
Color No. 972 





HUBS CHMAN 
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TRIED AND TRUE 
Trust Tandrite to translate the designer's creative skill 
with flawless precision ... to enhance every concept 
and contour ... to hold each flattering detail while 

| | the foot is in motion ... and to glorify the good name 

| of the shoe itself. * Tandrite achieve- 

WT 

| | ments in Color and Finish 

| 

| | are realized through skill- 

i ful application of the finest 
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| techniques of tanning. 
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& SONS, INC. 


PHILADELPHIA, PA- 

























Growing Ful 
OF LITTLE TOTS DESERVE 
THE BEST... 
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Proud mothers of Little Tots eagerly accept the Ww 

advice of conscientious shoe fitters who stress the 

importance of proper fit during the adolescent 

years... . And we who make and supply KALI- ‘i 

STEN-IKS Shoes seek always to adequately back Flali stones 

up this conscientious shoe service; for each shoe is asap oy 

made to definite standards of quality, and over 

scientific patterns and lasts so that KALI-STEN-IKS 

can be fitted properly at all times... .For the ¢ 

mothers who want the best for their youngsters T Hl ) Gl LB E RT SH 0 ) C0. | 
these little shoes do give them more value and 

a satisfaction for their money. Thus each merchant THIENSVILLE, WISCONSIN 
finds the KALI-STEN-IKS line as a whole a definite i 

Capital Asset for building up loyal clientele. Ww 
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STARTS RIGHT HERE 


Right here at the back line is the key to a perfect fitting shoe. And here 
is where Spaulding Counters carry out the design and give you a shoe, 
trim and true — with glove-snug comfort. Spaulding Counters are moulded 
on precision forms — exact duplicates of the manufacturer’s lasts. They 
are made in rights and lefts, fitted into the arch and cuboid side, a pair 
of moulds for each counter. This thorough, painstaking method of design 


and manufacture insures the most perfect fitting quality of any counter 





on the market. Spaulding Fibre Company, Inc., North Rochester, N. H. 


SPAULDING ie 


COUNTERS 


NO OTHER PART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 
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Merchants underestimated their white shoe requirements this past summer by 
70%. For 1944, the trade is reliably expected to have at least 57% more white 
kid shoes in time to meet the even bigger demand which will be created by so 
many women having to do without essential white shoes this summer. 


Place orders early .. . work out a schedule 
with your manufacturers for deliveries of 
Spring shoes which will permit sources 
of supply ample working time on whites, Weld ap Le rey 7h) 
and also enable manufacturers to get the aks fie fata cs 
selections both of you want in the most ry vv 
desirable white leather produced 


THE WHITEST WHITES. 


Ste Ph 





Fashions with a selling flair...in the October Companion 


The October two-page spread, “The Dress for Your 
Wartime Job” is good news for ready-to-wear retail- 
ers. It proves women’s work clothes can be attractive. 
Another practical article on ready-to-wear is “Winter 
Pastels Take to Washtubs” — a full page in color fea- 
turing the dancing Kraft sisters. And accessories —4 
full page which add the right touch to fall costumes! 


Display These Brands Advertised in the Companion 


Daniel Green Slippers Styl-Eez Shoes 
Dr. M. W. Locke Shoes Weather-Bird and Peters 
Enna Jettick Shoes Diamond Brand Shoes for 
Krippendorf FOOT REST Shoes Boys and Girls 
Fashion Plate Waik-Over Shoes 

and Rhythm Step Shoes Dr. Posner's Shoes 


Lhere ought to be a Medal . 


— it would honor the quiet fortitude of this war’s homemakers 
. . the planners and budgeters who are making the best of a 
tough situation. 

It would pay tribute to the unsung and commonplace deeds 
which are necessary, also, to win the war — waiting in 
shopping lines . . . figuring ration coupons ... working long 
hours without enough help. . . straining the messy grease 
and flattening the tin cans — the constant hard effort to 
cooperate with the war effort, and to keep the family well-fed 


and cared for despite shortages. 
WO) N: IME 
Woman’s Home Companion, which is advising and aiding (.° yep pcoae 


the American homemaker through this crisis — as it has OM PAN | ON 


through so many others — salutes her and her job with a 
symbolic Award of Honor! UNDERSTANDING WOMEN IS OUR FULL-TIME J08 


THE CROWELL-COLLIER PUBLISHING COMPANY, PUBLISHERS OF WOMAN'S HOME COMPANION, COLLIER’S, THE AMERICAN MAGAZINE 
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VULCAN CORPORATION 


PORTSMOUTH, OHIO 


Last Plants: Portsmouth, Ohio; St. Louis, Missouri; Johnson City, New York, 
and Brockton, Massachusetts. 


Heel Plants: Portsmouth, Ohio; Effingham, Ill.; Johnson City, New York, 
and Rochester, New York. 


Septemter 15, 1943 


ANY and varied controls 
have confronted the Ameri 
can Public since Pearl Harbor— 
all necessary to the successful! 


prosecution of the War. 


Controls in peace time manu 
facture are necessary to insure 
Quality products. That is why 
VULCAN lasts are dependable— 
because VULCAN controls the 
raw material from the forest to 
the finished last. "Controlled Mea 
surement’ Model-making assures 
Shoe Manufacturers of Quality 
lasts, more accurate fitting—bet- 
ter looking shoes in all sizes and 
widths. 


That is why more Shoe Manu 
facturers are turning to VULCAN 


for their last requirements. 





The Millions of 
Women Who Read 


the JOURNAL’ Are 
Reading About... é very month, the complete name. This widespread accept- | 


family of Paradise Shoe lines is ance of the lines, plus the qual- 
featured in the Ladies’ Home ity, styling, and fit of the shoes, 
Journal*—reaching millions makes the Paradise franchise one 


of women with an influential, oP te tench adbachs ts teat 


prestige-building message. ‘ 

dustry. After Victory —when dis- 
In every locality in America, 
A ._' _ tributionis once more unhampered 
women are steadily becoming 


more and more familiar with Par- »Y ‘estrictions—Paradige Shoes 
*¥ 4s well as in such Magazines os adise Shoes—gaining more and = PF omise tremendous advantages 


Vogue, Harper’s Bazaar, Glamour, 
Mademoiselle, ete. more respect for the Paradise to progressive dealers. 


BRAUER BROS. SHOE COMPANY | 


SAINT LOUIS 
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"SMARTEST SHOES ON THE SQUARE” 


Air pilots appreciate good shoes—leading the way for millions 
of men who have flown, on duty or business—and who know that 
one of the first apparel necessities is a pair of all-purpose shoes— 


JOHNSONIANS preferred. 


As you, in your store, serve these men of today and tomorrow 
with JOHNSONIAN Shoes, so you will be assured of universal 


appreciation and commendation for your selection and fitting. 
Soon it will be your pleasant service to sell air-travelers a pair 


of indispensable JOHNSONIAN Shoes to stop off in Cairo, 
Cadiz, Catania, Calcutta and all points N.E.W.S. Happy land-’ 
ing—happy walking ahead! 

The cooperation of the JOHNSONIAN organization, with the 
merchant, maintains the integrity of product by a team work that 
goes all the way from tanning to the fitting stool. 





JOHNSONIAN DIVISION niivcre cry tnorcorr,w.y. + sr. cours. me. 





LIKE THIS 
IS WORTH PRESERVING 











‘ The increasing scarcity of the best 

: L: " is r quality leathers makes it imperative 

VERY one of the 211 operations which go into the making of a pair of that you extend the life of your Stacy- 
Stacy-Adams fine shoes represents the shoemaker’s craft at its most Adams Shoes by, — 

perfect stage of development. And every piece of material from which they Alternate day by day the wearing of 


are made is the best that the current market can offer. shoes and thereby permit them to dry 
out and prevent the damaging effect 


Fortunate indeed then, is the man who owns a pair of Stacy-Adams Shoes, of perspiration or other dampness. 


whether they be a recent acquisition or a well worn pair on the closet shelf. Keep shoe trees in those not in use 
and let them dry naturally and away 


Stacy-Adams dealers believe that they are doing themselves, their product 

a whole sustiiers t ° ki : . 3 from any undue heat. 
and the a good turn in asking you men to give every pair more Do net permit the wee of diene oxid 
care for extra wear! The quality that has been built into them will last longer or alkali in the process of polishing 
if they will do their share. Mlustrated: The Bartley, Black 951 — Color 941. your shoes, Rather, insist that they 


be cleaned with harness soap and 
AVOID frictional heat when cleaning 
as well. 

You must conserve your shoes for 
there is an acute shortage of good 
leathers. Today more than ever 
Stacy-Adoms Shoes are proving 
their mileage valve. 


No. 1 IN A SERIES OF ADVERTISEMENTS 
SHOES FOR Your cOoOuNTRY*" 





“May | shorten this war 
by a single enemy bullet... 


TT 





.-“by just one lonely white cross We've seen how weapons ...and more weapons. . . im over- 


.-“‘by just one telegram in a mother’s trembling hands whelming numbers , . . can shorten the casualty lists, shorten 
--“‘by just one aching, empty heart” the road to victory. 


W. know now, that we shall wie this War: Only War Bonds, bought in overwhelming numbers, can 


supply those weapons. 
We know, too, that every extra day it takes to win will 


mean just that many fewer steps resounding down the Remember . . . the one more War Bond you buy may mean 


gangplanks. Just that many more empty arms. And hearts. one less enemy bullet... may bring one more boy back home. 


GACK JHE ATTACK... CRINGE BACK ONE MORE AMERICAN BOY 


BUY WAR BONDS 


YZ 


_ THE UNITED STATES SHOE CORP., CINCINNATI, O. © MAKERS OF \ gx GS + "i > ) CROSS CHOLES 
. 2 a 


Famous for over 50 years 
as Red Cross Shoes 


NTs September 15, 1943 








SURPASS. 


Dependable Service in Leathers 


For the duration Surpass continues to serve America best 
by serving our Military Forces first . . . Surpass Garment 
Goat for flying jackets and suits; and Surpass glove leathers 
for many other war requirements. The remainder of our 
great facilities is devoted to the production of fine Kid and 
Kangaroo Leathers for civilian shoes. This production for 
civilian use is a maximum under existing conditions and, 
regular users continue to receive a fair share of our output. 
Merchants may therefore specify Surpass Black Glazed, Capre 
in Black, Town Brown and Army Russet, Suedes and Kid 
Linings with assurance that they are the same uniform 
Surpass quality. 


SURPASS LEATHER COMPANY 


9TH & WESTMORELAND STREETS ¢ PHILADELPHIA, PA. 
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MORE THAN 
10,000,000 

PEOPLE WILL 
LOOK FOR THE 


RED BALL 


after the war, too! 


In your planning for the future don’t for- 
get the pulling power of the good repu- 
tation of the famous Red Ball trade-mark. 
Many millions of satisfied customers 
regularly buy BALL-BAND footwear of 
all kinds .. . rubber, leather, knitted, and 
felt because they know from experience 
that they will get honest, dependable 
quality. For over half a century BALL- 
BAND footwear has been known as the 
finest in quality, in style, in wear, and in 
comfort. 

After the war, this recognized quality 


of BALL-BAND will be of even greater 
merchandising value to you. The war has 
made everyone quality conscious. Ra- 
tioning of all types has made the public 
appreciate the value of superior quality. 
So plan, now, to carry the complete 
line of BALL-BAND... Rubber, Leather, 
Fabric, and Woolen Footwear... when 
more normal times return. Use 
the RED BALL trade-mark as a 
symbol of quality for your store. 
Meantime, everyone should try to 
conserve rubber. 


—— 
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MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Indiana 
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Finding the trouble 


areas of the foot. 





Footprinted for pronation 
and weight pressures. 


The pride and joy of Kates Brothers, Hackensack, 
N. J., in starting little children along the foot path in 
W. B. COON Juvenile Shoes, is revealed in this picture 
of two little customers wearing the same type of shoe 
prescribed by two New Jersey doctors for the weak foot 
condition. 

In the service to children, Fred Kates says: “Today 
we sell only what is absolutely needed and restrain our 
customers, even below the ration quota, because of 
stock-shortages everywhere. It isn't easy to say to a 
growing child: "I'm not going to fit you today" for there 
is more wear in the size you now have, but it has to be 
done. Our child-customer back orders nearly fill an 
index book. As we serve and explain, we hold the con- 
fidence of our customers—because if you build a busi- 
ness on truth, it will live.” 


were 


% 


Cee ee oY 


i 


ieee 


“hs ~ Woman - power 
is increased by 
foot power, 





IT ISN'T THE SIZE Of 

THE STORE—IT’S THE 

SIZE OF ITS SERVICE 
—THAT COUN 
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ATES BROTHERS—Joe and Fred—scientific 
shoe fitting specialists—have an owner-oper- 


fed and owner-named shoe store in the People’s Trust Building in 


pwn Hackensack, N. J. Troubled feet come to this little shop 

war plants, work centers and home kitchens in Passaic, Bergen 

d Hudson Counties—and return to their war-time duties bene- 
id by W. B. COON Shoes, accurately fitted. 

2 is a joy to service," says Joe Kates, “when you know the 

you have contain the constant elements of good proportion, 

§ shoemaking and good materials, for then you can give par- 

feminine feet room in the right places, control in the heel 

arch, and satisfactions that outwear the fine footwear you 

, Serve and sell." 

Orthopedists in Passaic, Bergen and Hudson Counties instruct the 

les Brothers to give especial attention to foot weaknesses that 

corrected and compensated through scientific footwear. 

fy customer so served must return at a subsequent date for a 

ary check-up to determine if the shoes are doing the work 

ion that they were fitted for. 
't the size of the store—it's the size of its service . . . with 
is on SIZES . . . that counts. W. B. COON Shoes range 


Ww. 


B. COON SHOES — SELECTIVE IN-STOCK 


SERVICE — is now on a war basis of operation — 
utilizing only those materials not essential to our 
military forces. 


A—FREE TREADS: A related series of broad tread 
straight lasis. 


B—OUTFLARES: A related series of broad 
tread outfiare-lasts. Both of the above 
roups are available with the TRi- 
ALANCE insole as well as in the conven- 
tional welt construction.) 


Compact, concentrated and convenient is the 
location of this 10 ft. front on 


Hackensack, N. J 


Street, 
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THE BOYS (AND GIRLS) 
ARE MARCHING~— 


TRE 


32,972,081 boys and girls to age 14...a birthrate increase which means hundreds 
of thousands of additional pairs of feet to be fitted... that’s your juvenile shoe market! 


Alert shoe merchants and department store executives know that a great... and 
growing ... percentage of this huge market is being fitted with Poll-Parrot shoes. 
Poll-Parrot styles and sizes cover all children’s wants and needs from Cradle to 

Campus. The Merchandising Man of a large Chicago store commented “Best styled 
juvenile line in the country”! Consistent national advertising and intrinsic value 
make Poll-Parrot a good brand to be identified with . . . an easy, profitable one to sell. 


Plan to doa better job with children’s shoes. Plan to do it with Poll-Parrots! While, at the 
moment, there simply aren’t enough Poll-Parrot shoes for all, we do invite your inquiries. 


BPol!- Parrot | 


STAR BRAND SHOES 
FOR BOYS AND GIRLS 


ROBERTS, JOHNSON & RAND «© Division International Shoe Co. * ST. LOUIS 
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Department Stores: 
Developed on the basis of a 20 
year detailed study of retail 
juvenile shoe operations, the 
Poll-Parrot Operational Yard- 
stick is yours, Free, on request. 












































inside sole... 














E.P. Reed & Compony, 
Matra Style Studio, 47 34 St York 1,N. Y. 
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THE QUALITY 
BOX TOE 


‘ort. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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OF VIRGINIA — ONE OF AMERICA’S FIRST GENTLEMEN 
Autbor of the Declaration of Independence, of the Statute of Virginia 
for Religious Freedom and the Father of the University of Virginia. 


can Gentleman Shoes 


BUILT IN A GREAT TRADITION ! 


Here's a shoe worthy of our American Gentlemen 




















an American shoe true to American traditions of good taste 
quality and service; styled in the American manner with simplified smartness and priced to retail in a bracket that 





is right for the times, $5.50 to $7.00, making American Gentlemen shoes prime favorites in any field. 


exerting every effort to deliver Fall orders to established customers as promptly as possible, and when victory 
brings us ample materials and hundreds of our skilled employees return from the armed forces, we hope to supply 


' 
While our manufacturing facilities have been curtailed due to our cooperation with the war effort, we are | 
: ; : ; < ' 
the needs of those merchants who have shown such keen interest in American Gentleman shoes. | 


Meanwhile, our national advertising is busy at work keeping American Gentleman shoes constantly before 
millions of American men everywhere. 


MENS DIVISION Craddock-Terry Shoe Corporation — Lynchburg, Virginia 


FOR BETTER 
BUSINESS TOMORROW 
BUY WAR BONDS TODAY 


THE 
7 / / ™ 
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RETAILING AT 
550 to 700 
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x PLI-MODE SHOE C0. EVERETT, MASSACHUSETTS | 








THIS FALL 


More American Boys will. WANT 
GERBERICH- PAYNE SHOES 


GERBERICH-PAYNE SHOE COMPANY mount soy, Penna. 


7 York ‘* MA } R 


EN other years, under more normal conditions, every Fall, 
dealers added thousands of new customers to the army of boys 
already wearing Gerberich-Payne Shoes. This increase came 
with the regularity of the new season itself. 


This Fall, although the market is still there and thousands 

more boys will WANT Gerberich-Payne Shoes, material and 

manufacturing restrictions preclude even the slightest in- 

crease. Fortunate then, are the boys who do secure a pair 

for, as ever, “they’re the Best Quality Procurable.” Fortu- 
nate, too, are the dealers who 
sell them for with every pair 
they will perpetuate their repu- 
tation for Quality and Service, 
a sufficient reason for staying 
with Gerberich-Payne. 





- 7 705 Los Angeles Hote Lankershim 

















lice 


works best when mixed with 


SUAAING 




































iis October first, approximately 80% of the rubber 
in compounds used in the manufacture of waterproof footwear 
for civilian use will be GR-S (Government Reserve Synthetic 
Rubber) in accordance with WPB specifications. Typical of 
the foresight of the entire rubber footwear industry, over a year 





ago all manufacturers agreed to “pool” the results of their 
individual research and experience in the processing, com- 
pounding and manufacturing of this brand new synthetic. In 
this development of GR-S through the collective skill and 
ingenuity of the whole industry, interestingly enough, some of 
the most workable ideas have been contributed by the smaller 
companies. This mutual approach to a common problem has 
made it possible to continue without interruption the manufac- 
ture of serviceable waterproof footwear for the civilian market. 
Converse pays sincere tribute to the unselfish co-operation of 
its fellow-members of the waterproof footwear industry in the 
practical application of GR-S through the free inter-change of 
experience and ideas. 


Members of the Waterproof Footwear Industry co-operating in the development of GR-S. 


BATA SHOE COMPANY @ BRISTOL MANUFACTURING COMPANY 
CAMBRIDGE RUBBER COMPANY © CONVERSE RUBBER COMPANY 
ENDICOTT-JOHNSON CORP. © GOODYEAR FOOTWEAR CORP. (R. 1.) 

GOODYEAR RUBBER COMPANY (Conn.) © HOOD-GOODRICH CO'S. 
LA CROSSE RUBBER MILLS COMPANY © SERVUS RUBBER COMPANY 
TINGLEY-RELIANCE RUBBER CORP. © TYER RUBBER COMPANY 
UNITED STATES RUBBER COMPANY 


ONVERSE 


(cam OM nT | 3 


WATERPROOF 


+ FOOTWEAR 4 


Boca =. 
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CONVERSE RUBBER COMPANY « Malden, Massachusetts | 


CHICAGO, 212 West Monroe Street | 
NEW YORK, 200 Church Street 





HOW MANY OF THESE QUESTIONS 
CAN YOU ANSWER? 


- an up-to-the-minute quiz 
for up-and-coming shoe salesmen 


Q. What plastic heel 
Q. What plastic heel covering is available 
covering resists scars, in all the colors and 
scuffs, scratches and af effects (except suede) 
gashes? : permitted under shoe 
rationing? 


A. ““PYRAHEEL*’’ A a h 
plastic heel covering . ‘PYRAHEEL 


: ° tic heel 
.» What plastic heel Q wnat plentic 
: covering needs no 


aga —s : polish—just a little 
i. ¥ water and a clean 
cloth? 


atid cee A 
. “PYRAHEEL” 


. = (). What plastic heel 

Q. What plastic heel J?) & covering can be iden- 
covering does not / tified by a clear, re 
stain? I *  rock-like ring when % 
tapped with a metal 
A shoe horn? 

» ‘‘PYRAHEEL*’’ 
A. “PYRAHEEL” 


E. I. du Pont de Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


Safle PVRAREEL? 


CHEMISTRY 





BETTER THINES FOR BETTER VERS « -« « FRVBOwVVe se 


= Beot aad Shoe Recorder 





The tanning of good leather « 


tS 


ill, on the rawskins. Today the ALLIED KID COMPANY ue 
ir y six goat and kid finishes to fine shoe Seite 
where. Today all sea lanes are perilous. Today all counttill 


maa not free to sell that important commodity — goat and kid skin 


-_ Through the ingenuity of the tanners, the thorough research ¢ 
the chemists, the interest and ideas of the employees, variatior 


am 


pf processes have evolved in recent years, in more recent mog 
Each has improved the finished skins, to make KIDSKIN c 


more valuable and timely leather. Other nebulous deve i 


must wait for Victory. 
a , 


Offices: Boston, New York, Philadelphia 
Tanneries: Wilmington, Camden 


Agents: Leading Shoe Centers 


Pa 
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TAMDAR 
KID 
es 


Fashions in leather have changed. That is 


why CORDIGAN KID is more in demand. The 4 


a 


crushed surface of CORDIGAN KID is a 


a 


design feature in itself. Besides, it is mellow. 


and soft, worthy of fine shoemaking, _ 


durable to last through many repairs. | 
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STANDARD KID DIVISION” 


209 South Street, Boston, Massachusetts 


2 
& 


ie 
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*Double Cushion?? 


Foot Delight relieves the strain 
of both metatarsal and trans- 
verse arches with one cushion 
which gently fits the bottom of 
the arch area as no other shoe 
made. Protected by National 
Patent Corporation, Chicago. 


As time speeds on its dizzy whirl, 1943 will soon be 
just an old date on the calendar. But in years to 
come, you may look at it as a focal point in the 
life of your business. Ar that time you may be 


complimenting yourself as follows. 


Remember way back in ’43 when shoes were hard 
to get and good shoes harder? We refused to com- 
promise with quality then. We made the most of 
our quota of Foor De icnuts because we knew 
that customers who bought Foot Deicut shoes 


were forming a buying habit . . . that of wearing 


good shoes and coming to our store for‘them. And 


we recognized in Foor De.icuts an adherence to 
sound shoemaking, better-than-average fit, and 
styling that reflected innate good taste . . . plus the 
added advantage of the Patented Foor DeicHt 
Double Cushion.* 


In short, we believed then as we believe now that 


“chickens come home to roost”. 


Most Foot Delight Shoes are Retailed at $9.75—$10.95 
BANCROFT WALKER COMPANY 
WALTHAM +: MASSACHUSETTS 









FLORSHEIM SHOES 
Designed and Buit 


FOR LONGER RATIONED WEAR 
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FLORSHEIM SHOES 
Give you t NGER RAT NED WEAR Florsheim Qualit 
: y tells 
“stormy x? Uppers sand Do T oes ae 
Genuine Shell Cordov imporis Veal - a oday’s wartime livi 
mestic scotch GF ot r Leath- et Hh} value—a n ng has given n 
Ge ine I ia Water * - oof, and : ew measure t ew meaning to 
oe that re Win proof, WeatherPre™” ’ rival dollars perf o economy. Ration poi 
vey ormance h A Oints 
almost W arproo In shoes, it’ ; e has priori 
-. . “Flexcel’ Soles mon s the mileage me P rity over price. 
' Lon Wearing :; r to ey they save that d oe 2 well as the 
«piexcel” soles are te Florshent an Not an and that’s why mo etermines their choi 
wartime gole-leather conservatle good” ~*~ the one pair of re and more men are insi = al 
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Drew Offers 


All Round Fitting Service 


Achieve a “FITTING REPUTATION with DREW'S 
7 BASIC LASTS—the 7 fundamental steps to a 
perfect fitting service. Here are lasts which have 
been developed over the years to fit the feet of 
the great majority of women without binding or 
constricting muscle, tissue or foot action. But 
more than that they give you the STYLE WOMEN 
WANT coupled with a FULL MEASURE OF 
FOOT COMFORT. Because they are light in 
weight and of flexible welt construction they ad- 
mirably serve the women in your community in 
their defense activities. Build with DREW—the 
fastest moving line of orthopedically correct 
shoes in the industry. 
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Women’s Fine Welts For Over 50 Years Mm WIGS 
THE IRVING DREW CORPORATION, LANCASTER, OHIO cHOr’ 


New York, 
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Kid, Brown Small Print Lizard Calf for } 

Trim, 5-Byelet Tie. A High-Riding ide 

Snug-Fitting Pattern. Extended Insole side! 

and Extra Eyelet for Fine Fitting. 176 buy- 

Last, 15/8 Cuban Kantskuff Heel. sider 

not 

ARCH REST AND FOOT FRIEND SHOES TO RETAIL AT hun; 
$7.95 and $8.95 meth 
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“{T was cold last Winter! It will 
be cold this Winter too .. . Brrr... 
Brrr...” That magic phrase over 
the radio, advertising furs, has done 
more to direct minds into antici- 
pating Fall and Winter needs than 
any other method of promoting the 
seasons. It brought customers into 
shoe stores for children’s footwear 
supplies and for adults’ footwear as 
well. All this in spite of the fact 
that heat in the New York area was 
a form of palpitating distress that 
brought out the lassitudes instead of 
the shopping instinct. 

The sales of shoes dropped off in 


"August as though cut with a knife, 


indicating that the hysteria of 
frenzied buying had collapsed with 








the heat or dribbled out by the fact 
that the public had shoes sufficient 
for its immediate wants. It is con- 
sidered patriotic this year not to 
buy—only for necessity. It is con- 
sidered patriotic for the merchant 
not to promote or to kindle the 
hungers for merchandise by all the 
methods of publicity. 

So these interesting weeks ahead 
will indicate very clearly whether 
people will buy shoes because they 

the money and the ration 
stamps or whether, other things 
being equal, taxes, thrift and bond 
drives will get the shopping dollar. 
Human nature being what it is, the 
old, old fear of colds and chills and 
discomforts will cause people to 
heed the message: “It was cold last 
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Winter! It will be cold this Winter 
too... Brrr... Brrr...” 


* * a 


ERIC JOHNSTON, president of 
the Chamber of Commerce of the 
United States says that fifteen years 
ago he looked upon “planning” as 
socialistic. Now he sees that a well- 











planned business or marketing ven- 
ture is the most profitable kind. 
Well-informed business men plan 
their use of capital, their develop- 
ment of markets and their invest- 
ment portfolios. It is nothing more 
than the introduction of orderly 
thinking into an era in which 
hasty, unconsidered decision had 
been the rule. A glance at business 
mortality tables shows how true this 
was. Another important change 
from which we would not want to 
go back is the shift from the prin- 
ciple of big unit profit and low 
turnover to small unit profit and 
greater turnover. 


- * - 


THE public is very articulate these 
days. It writes to the President, 
the Congressmen, to the ration 
board; and, believe it or not, to the 
Boot anp SHOE REcORDER (maybe 
because some merchant figures out 
we would know where the customer 
could get the shoes wanted). 

We always took it for granted 
that the farmer could get shoes be- 
cause his were pretty much stand- 
ardized in shape and size and type 


for the needs of his work. So, just 
to indicate that obvious footwear is 
also subject to scarcities, we quote 
from a postcard (that had pasted 
upon it a red sticker of a big 
luscious apple), saying: “My hus- 
band is an- over-worked farmer. 
Since the beginning of war times he 
has beer unable to get a Munson 
last work shoe 84% B. He needs 
work shoes desperately. To whom 
may we apply for a pair? Please 
give me practical and explicit in- 
formation. Time magazine assures 
me of your cooperation.” It was 
signed Mrs. E. R. Davies. 

With the speed of the return mail 


NO MAIL YET— HIRAM 


S 
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we told her how, when and for how 
much. 

Now we would like to have a lit- 
tle question and answer: An Ohio 
merchant writes: “We have about 
185 pairs of women’s and growing 
girls’ high shoes that we think could 
be of some use to some one. We 
would sell them cheap. If you know 
of someone who could use same, 
the uppers could be used for many 
things and there are the bottoms 
and heels. More kid than calfskin 
—tan or black, mostly black. We 
would sell them for 20 cents per 
pair.” 

So, who wants them—sight un- 
seen—and we wouldn’t be a bit sur- 
prised if they were of the early °20 
vintage. 


. 7 o 


V IS Voluntary! The Office of 


Price Administration, on repeal of 
grade label requirements, reports 
officially : 

“MPR 200—Rubber Heels. Man- 
ufacturers were required to imprint 
on the face of each heel the symbol 
‘V-l’ (the top grade), ‘V-2, ‘V-3.’ 
or ‘V-4.’ The regulation has been 
changed so that this marking is no 
longer obligatory, but may be done 
by the manufacturer if his heels 
meet the specifications for such 
grades. If they are not so marked. 
they will be priced by brand name. 
OPA reports that the majority of 
the industry proposes to use the 


former markings voluntarily.” 
* x * 


CHESTER BOWLES, Acting Ad- 
ministrator of the Office of Price 
Administration, says: 

“One of the troubles of the OPA 
enforcement program has been the 
sweeping surveys which caught in 
the net numerous small violators 
who are essentially honest. I have 
heard of retailers caught because 
some high school girl clerk made an 
error.” 


Petty violations caused by mis- 
understandings or human error will 
be corrected by educational and 
compliance programs but will not be 
punished, Mr. Bowles asserted, in 
outlining his proposed reforms. The 
enforcement plan in degree of se- 
verity follows: 

“1. Education—Simplification of 
regulations and dissemination of 
knowledge about price control and 
rationing. 

2. Compliance Drives — Price 
panel assistants will visit merchants 
monthly to answer questions and 
offer suggestions on how they can 
improve compliance. 

3. Enforcement—The final step 
if a merchant persists in willful and 


flagrant violations.” 
* ” on 


DANIEL BLOOMFIELD, manager 
of the Retail Trade Board of the 
Boston Chamber of Commerce and 
president, as well of the National 
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—There are twenty-six letters in the 
alphabet. 

—A, B, C to X, Y, Z. 

—But with this very limited num- 
ber of characters much of the 
World's greatest literature has 
been written. 

—The St. James version of the 
Bible, Shakespeare's works and 
those of Dickens, Thackeray, Bal- 
zac, Dumas are but a few of the 
outstanding masterpieces con- 
structed from those twenty-six let- 
ters. 

—And don't forget the Encyclo- 
pedia Britannica and Webster's 
Dictionary containing over 400,- 
000 words. 

—All twenty-six letters are con- 
tained in this little squib, so you 
can well realize the amount of 
ingenious “word juggling" that 
was necessary to write this issue 


of the Recorder. 


President 





Association of Retail Secretaries. 
has taken time off to define “Four 
Freedoms for Business” which he 
feels should be taken into consid- 
eration in connection with post-war 
planning. Here they are: 

“1_Freedom to exert initiative 
and creative effort in developing 
new enterprises. 

2—Freedom to earn a fair re- 
turn for capital and labor. 

3—Freedom to exercise control 
over one’s business consistent with 
the public interest. 

4—Freedom to trade with the 


markets of the world.” 
* * * 


RHEA NICHOLS, fashion director 
of the Allied Kid Company, has 
completed a trip around the coun- 
try—covering Sacramento, Los An- 
geles, San Francisco — California; 
Houston, Austin, Dallas — Texas: 


St. Louis, Mo., and Chicago, II. 


“On the fashion clock,” 
Miss Nichols, “are soft shoes, 
too. The sloppy versions of the 
moccasins are now trim and tai- 
lored. The low heeled shoes are not 
just the traditional low heeled 
shoes—they’re often versions of the 
high heeled sandals, straps and 
baby shoes and the minutely tail. 
ored oxford — precision in every 
stitch. The Mary Jane is a coast-to- 
coast favorite, now in the softest 
leathers. It is ankle slimming and 
can go to the office or classroom as 
well as the canteen and dance. The 
supple leathers, unlined and lined, 
are in keeping with the soft styles, 
The unlined leathers are compatible 
with the very tailored flatties and 
spectators.” 


Says 


- * * 


A THREE-DAY OPA Clinic has 
been assured The Michigan Annual 
Shoe Fair by high ranking OPA offi- 
cials, to be conducted at the Hotel 
Statler, Detroit, November 7-9. The 
group of OPA experts who will con- 
duct the Clinic at Chicago will attend 
the three-day clinic at Detroit. Many 


fopa CLINK > 














of these officials are well-known 
to Detroiters and Michiganders, 
among them, Harold R. Quimby. 
former editor of Creative Footwear 
and now in charge of the Trade 
Rationing Branch of OPA, Miss 
Margaret Cunningham of the Legal 
Division and last, but assuredly not 
least, W. W. Stephenson, Rationing 
Executive, Shoe Rationing Branch, 
as well as Detroit’s own John Scott 
Black and others. Members of the 
craft, wholesalers and retailers alike, 
are requested to bring their prob- 
lems to this Clinic for solution. 
These men in charge are veteran 
shoe men who have filled important 
key positions in various branches 


of our billion dollar industry. 
* * * 


THE Senate Special Committee to 
Study the Problems of American 
Small Business compiled reports on 
the Effect of the War on the Brit- 
ish Retail Trade, to see whether the 
study of that pattern might give us 
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a realistic appraisal of retailing 
behavior in the time of war. In 
summarizing the report, these three 
points are significant: 

1. It became necessary to stab- 
ilize the price of consumers goods 
in order to stabilize the cost-of- 
living index. Price rises, therefore, 
are being halted under the Goods 
and Services (price control) Act. 
This reveals a situation which is 
characterized by over-capacity in 
the retail distributive trade. Thou- 
sands of retailers have been “hang- 
ing on” who have, in fact, no hape 
of profitable survival in view of 
the continually diminishing sup- 
plies of consumers’ goods and re- 
lentless pressure on their labor sup- 
ply. 

2. It is difficult to escape the con- 
clusion that efficient price control 
and organized reduction of capacity 
at an earlier date would have bene- 
fited both the retailers and the pub- 
lie. 

3. Small retailers incurred losses 
which recent estimates indicate 
caused 17 per cent of the pre-war 


shops to close down. 
7 7 + 


FRED E. JENNER, president of 
Industrial Shoes Limited, manufac- 
turers of safety footwear in Ottawa, 
Canada, is a proud parent—for the 
story of his son, Raoul De F. Jenner, 
Canadian Pilot Officer in the 
R.C.A.F. was the lead feature in 
True Aviation publication. This 
thriller magazine tells the story of 
the Canadian air hero in “Bombs 
Over Germany.” 

Pilot Raoul De F. Jenner en- 
listed in 1940; trained as an aerial 
gunner and wireless operator; be- 
eame pilot officer and a veteran of 
many bombing flights over Ger- 
many. Then, one night, his bomber 
was practically torn apart by flak. 
To lighten the load for the remain- 
ing two motors, the crew threw 
away their parachutes, armor, am- 
munition, oxygen tanks, etc., and 
through the superb skill of the pilot 
they made a crash landing. Hero 
Jenner came out through a break in 
the fuselage but found that one of 
the gunners was still alive (his 
clothes afire). He went back into 
the flaming plane and saved the 
gunner’s life. He received the 


September i5, 1943 


George Medal for heroism in going 
back into a burning plane twice. 
As a result of his venture, Raoul De 
F. Jenner was incapacitated for 
further operational flying but he is 
still serving his country as gunnery 


instructor. 
* > * 


FROM North Africa we get an in- 
quiry from a soldier for a copy of 
the Shoe and Leather Lexicon, also 
from Mobbs & Company, Ltd., Port 
Elizabeth, South Africa, proving 
peradventure that a technical know!- 
edge of American shoe-making is 
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being appreciated on the African 
continent. The soldier expressed a 
desire for the Shoe and Leather 
Lexicon as an aid to a merchant in 
one of the recaptured towns, who 
has gone all-out for American foot- 
wear and wants to be well informed 
as to sizes and widths, comparisons 
between European measurements 
and American and all the necessary 
facts as to types of construction, 
leathers, materials and ingredients. 

Thus this little red book fulfills 
its great purpose of being an edu- 
cator. It’s being used by the armed 
forces everywhere, at Post Ex- 
changes and ships’ stores as basic 
training. Once you get a definition 
of terms, standard to a craft, you 


get a common understanding of 
shoes and their making. 

You, in your store, probably have 
new man and woman power at the 
fitting stool needing the refresh- 
ment of this little book, which can 
be obtained by writing to the Boor 
AND SHOE RecorpeR and enclosing 
50 cents for each copy. 

The Fall season should then step 
off with a better mental measuring 
stick, which also is part of the kit 
of those who serve at the fitting 


stool. 
> * * 


JOSEPH BURGER, shoe manufac- 
turer of Third Avenue, New York, 
makes a hobby of shoe collecting 
and recently took part in the Hobby 
Lobby radio show which was broad- 
cast over the air at 8.30 p. m. and 
rebroadcast at 11.30 p. m. Here’s 
an earful from the script that was 


used: 

M.C. “Then these modern styles of 
women’s shoes aren’t new after all?” 

JOE: “No, there’s no such thing as a 
new style shoe. For example, the late 
craze of wearing wedgies is old stuff in 
shoe history. Here is an ancient pair of 
wedgies that was worn by camel drivers 
hundreds of years ago.” 

M.C. “Well, speaking man to man, 
I’m certainly glad that men have always 
been conservative about their shoes.” 

JOE: “Not so fast, Mr. Elman. |! 
have a pair of shoes that have two layers 
of patent leather inside the sole.” 

M.C. “What's that for?” 

JOE: “Well—the patent leather would 
rub together and make the shoes squeak! 
And the men who wore them felt that the 
squeak would attract the attention of the 
ladies.” 

M.C. “Thank you, Joseph Burger.” 


"Besides being a swell salesman, he has an idea for increasing the 


rubber supply.” 








Shoe Timing Off the 


How Rationing and Other Wartime Regula- 
tions Have Altered the Pre-War Retail Pro- 
motion Calendar and Created Abnormal 
Peaks and Valleys in Sales without Regard to 
Seasonal Needs or Weather Requirements. 


FUR-LINED coats for Winter wear received a big play 
in store advertising during the hottest weeks of the 
Summer of 1943. On the sultriest days, many women— 
and men, too—were to be found trying on the Fall 
shoes that stores had received weeks earlier than usual. 
This happened in Tulsa and Chicago and Los Angeles 
and Knoxville, in New York and Boston. It came about 
partly because stores had anticipated the curtailment of 
promotions by suggestion of OCR at the same time that 
they anticipated Fall business by taking in new stocks in 
July. So far as shoes were concerned, rationing made 
customers acutely conscious of future needs and the 
wisdom of supplying them before another consumer 
rush to spend coupon 18 prior to its expiration date. 


NEVER before has store advertising placed so much 
emphasis on merchandise to be worn some three or 
four months later. Rather, in past years, before Pearl 
Harbor, stores were trying to make their promotion 
timing more realistic. While there was a tendency in 
merchandising practice to try to beat some other store 
to the gun, by showing something early and far too 
early at that, in order to be first in the town with that 
particular style, several leading specialty stores, notably 
Best & Co. in New York, Magnin on the Coast and 
Nieman-Marcus in Dallas, had tried with great success 
to maintain stocks of merchandise timed to their sea- 
sonal use. Summer clothing, for example, and sports 
clothes and bathing suits were kept in stock through 
the months when they were most needed. 

This trend toward realistic timing meant promotion of 
goods for the season stipulated simultaneously with 
showings of new stocks anticipating the coming season. 
Realistic timing is based on appraising the customers’ 
needs, at the precise time they need them, instead of 
anticipating their wants by dramatic advance build-ups. 
And before we entered the war, a more general accept- 
ance of this practical method of timing promotions was 
to be noted. Now, however, the whole calendar of store 
timing is shot to pieces, and shoe timing is especially 
hard hit. 

This is one of the many paradoxical results of wartime 
regulations, since control of civilian purchasing includes 
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a check on advance buying. The very regulations set up 
to halt long-range anticipation buying by civilians are 
nullified by other regulations and by the wartime con- 
ditions themselves, which lead stores to take in stocks 
as early as possible, in order to avert scarcities. These 
early stocks received months in advance of a season by 
those stores lucky enough to get their deliveries tempt 
merchandiser and advertising department alike to over- 
step the unwritten rules of the OCR. 


THE workings of rationing under OPA create just 
such a condition for shoe stores and shoe departments. ~ 
Following the expiration vf Coupon No. 17 in June, cus- 
tomers were inclined to buy footwear suitable for early 
Fall. Only during the weeks when odds and ends were 
being closed out without ration coupons did stores get 
further interest in Summer merchandise. Consequently 
the leading shoe merchandising minds of this country 
acted as one in sending out catalogs or bulletins or 
booklets to store customers, months earlier than ever 
before, announcing the arrival of new Fall styles. After 
August 1, when stores were obliged to follow the agreed 
promotion program of the OCR, and eliminate all types 
of ballyhoo resulting in extraordinary business on 
scarce items, shoe advertising took on a new tone. It 
became more straightforward and informative, and at 
the present time this type of shoe advertising is on the 
increase. 

The expiration of Coupon 17 in June created an un- 
precedented early Summer buying stampede. But the 
shoe slump following the June bull market has over- 
lapped the school buying season and the early Fall 
showings. Thus rationing tends to create abnormal 
peaks and valleys in shoe retailing. Present business, 
without the backing of ordinary reorders and sizing up, 
will keep stores and customers fairly well supplied with 
shoes. But the regular sequence of Fall into Winter is 
due for the same rough handling if a stampede develops 
in October when No. 18 expires. Deliveries have been 
slow this season and chances are that with the sole 
leather market, the upper leather market and the mate- — 
rials supply market generally continuing as they have — 

[TURN TO PAGE 77, PLEASE] 
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SHOE manufacturers, retailers and fashion 
reporters should be blessing the return of the 
short evening skirt. Now, at last, the after- 


dark shoe comes into its own and becomes a 
highlighted part of the evening costume. 
That does not mean, however, that there will 
be plenty of color and gleaming gold and 
silver kidskin slippers. M-217 and its amend- 
ments have taken care of that. Other war- 
time restrictions . . . gasoline rationing for 
one and regulations curtailing ready-to-wear 
fashions for another . . . also are affecting 
evening styles. Dark colors and short skirts 
are the right styles to wear when transporta- 
tion is by bus, train and on foot, and 
cleaners’ services are at a premium. 

When it comes to shoe styles, restrictions 
on the making of gold and silver kid and 
the use of colors, plus the effect of shoe ra- 
tioning have brought in a different kind of 
evening style which fits in with the dresses 


of the ‘season. The number one shoe sell- 
ing in the stores at this time every year is 
a black suede shoe. This year the dressy 
black suede shoe is doing big business. 
The reason is obvious. Women have to 
watch their coupons. This shoe will fill in 
for many occasions from now until next 

September. 
Some of the best-selling styles are pic- 
[TURN TO PAGE 78, PLEASE] 


Left: Suitable for late afternoon-on- 
into-evening is this very simple, very 
smart black dress with its single 
splash of trimming accenting the 
draped hipline. Photo from Russeks. 


Below: Popular anklet sandals in 
black suede to wear with dressy after- 
noon clothes and short-skirted eve- 
ning dresses all through the Winter. 
Pretty perforated pattern with open 
back from Saks-Fifth Avenue. Smart 
untrimmed shoe from I. Miller. 








p Styles Are PRETTY and 
PRACTICAL 


Short Skirts and Dark Colors for Eve- 
ning Wear Will Be an Important Fashion 
This Winter and the Dark Colored San- 
dal or Pump Will Be the Popular Shoe. 
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Above: In every way suitable for 
formal evening wear this short-skirted, 
satin dress from Hattie Carnegie is 
practical for subway riding and walk- 
ing to parties. Satin slippers dyed to 
match the blue dress or the gold 
shell motifs or gold kid slippers 
would be equally right with it. 


Right: Reading from top to bottom: 
Black suede sling pump with orna- 
ment of black moire from Andrew 
Geller. Classic simplicity matching 
the simplicity of the new dresses in 
this sling pump from Franklin Simon. 
Popular untrimmed d’Orsay on 21/8 
heel. Ornaments in fabric and plastic. 
Both from Milgrim. 
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By ARTHUR OD. 


ANDERSON 


Is It Necessary? 


How do you stand financially? That is the question! 
With more money intake and inventory of shoes on 
the outgo, you may be feeling TOPS. But, at the same 
time, you may be somewhat unaware of certain financial 
problems that are crawling up and which can, through 
neglect, dribble your business into future red ink. 

Let’s consider the subject of reserves set aside for 
inventory depreciation. There is a possibility that a 
good many merchants will unconsciously head into bad 
financial difficulties because they have been lulled into 
a sense of security by general good business and money 
intake. Many stores have more money in the bank 
than they are accustomed to having, but their expenses 
are high and steadily growing higher. The imminent 
shortage of merchandise to replace balanced inventory 
indicates less sales volume as time goes on. What then? 

Well, there are two things to do. First—make every 
preparation for cutting expenses to the size of the busi- 
ness, Don’t let expenses eat up reserves. Second—set 
up reserves. A merchant doing $50,000 business at 
retail probably paid $30,000 for that amount of shoes. 
Usually this means that he would then have $15,000 in- 
vested in his inventory on a two time turnover. Dur- 
ing 1943 he reduces thia inventory from a normal six 
months’ supply to a two months’ supply. In other 
words, he has $5,000 worth of shoes in stock and 
$10,000 in the bank, which really represents the other 
two-thirds of his inventory. What should he do? 

He should set up a liquidated inventory account. That 
sum of $10,000 represents inventory; it should be kept 
inviolate, no matter what happens; because he will 
need that money for a new inventory when the war 
restrictions are lifted. Our recommendation is that he 
should put that $10,000 into war bonds and let them 
be his anchor to windward. If and when the time comes 
for him to utilize that money, well and good. In this 
very significant War Bond Campaign of September, that 
investment will serve a great purpose in stimulating the 
war effort. “To Back the Attack with Bonds” is to prove 
to the world that we mean business and mean it with 
all we've got. 

Then this merchant should have a second reserve. 
That reserve should be set aside to cover his inevitable 
mark-downs when the restrictions come off and many 
of his war production shoes will no longer be in any 
great demand. 

Now if you have more money in the bank than ever 
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in your history, don’t leave it there to gather 142% 
interest and be a temptation to be spent. Salt it away 
in bonds and more bonds—the safest and best-paying 
security in the wide world. We’re talking business— 
not sentiment—and the best judgment in the world is 
back of the protection of your store, your business, your 
life and your nation. 

Now let’s be even more realistic. Henry Thoreau 
said a hundred years ago: “Simplify! Simplify! Sim- 
plify!” You haven’t really started to simplify your 
business to the point where it is best. Don’t buy any- 
thing that isn’t necessary. The merchant who says: 
“I’m in the money and-can rebuild, refurnish, spend 
for this and that” is not helping the war effort. He may 
say: “Why should I pay it out in taxes when I can 
throw it into the expense column?” Well, that little 
piece of malicious thinking may be the difference be- 
tween whether we’re all out or “all-in.” Every misspent 
dollar employs man-power that might be used for essen- 
tial work—shoe making maybe. 

If it isn’t necessary to take a trip or spend a dollar, 
for heaven’s sake don’t do it! Spending dollars is dan- 
gerous. Living costs must be kept under control. If 
you try to spend freely you will bid up prices, encour- 
age black markets, open the door to inflation and will 
paralyze the purchasing power of many. 

You must manage your share of these dangerous sur- 
plus dollars in a way which will preserve their value. 
Pay for life insurance. Plan for business insurance 
through war bond reserves. Then you will speed the 
winning of the war. You'll be doing your part in keep- 
ing living costs down. You'll have money for the 
things you want to buy. Some of the restrictions may 
even be lifted before the war is ended and you want 
to have a real purchasing power when you need it. 

If you want your dollars to keep on being worth 
something—BUY MORE WAR BONDS. 


ca * * 


EQUITABLE DISTRIBUTION 


CUSTOMERS on the move. The decline of population 
in North Dakota is 16%, South Dakota 14% and in 
the great wheat belt there is an average loss of 8%. Cus- 
tomers take their feet with them and this migration to 
war production centers is important to the all-over pic- 
ture of shoe sales and shoe service. Some six states 
increased the number of civilians (and customers) by 4 
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million and a quarter persons—namely, California, Dis- 


trict of Columbia, Florida, Washington, Maryland and 
Virginia. 

So much for switching customers and the obligation 
to give communities that have more people, more shoes. 

But what about the country as a whole? Due to the 
high marriage ratio and the number of births, all previ- 
ous records of population growth have been broken. 
In fact, the total population of the United States was 
about five million greater in March of this year than in 
April 1940. You can get the significance of that in- 
crease, in the increased demand for children’s footwear. 
With fewer factories making children’s shoes (and 
some of them shifting their size schedules upward to 
growing girl grades) the question now is—how many 
pairs are urgently needed? 

The maldistribution of shoes because of population 
changes is something still to be solved. At the moment, 
the important thing is equitable distribution on the basis 
of past performance. Well-organized shoe factories are 
already on a definite allocation plan on the basis of 
share-and-share-alike. Every merchant customer is given 
his equitable share of production, each on exactly the 
same basis. As long as a merchant has the feeling that 
he is getting his fair proportion of available production, 
he is satisfied that it is up to him to work out a method 
of selling that will take care of his regular consumer 
trade. In some cases, his dollar volume is nearly as 
great because of the absence of mark-down sales. Under 
a store policy of “waste not,” his ultimate net profit, 
percentage-wise, will not suffer. 

This question of getting equitable distribution is very 
important. So much so that the Office of Civilian Re- 
quirements, under Chairman Donald M. Nelson and 
Vice-Chairman, Arthur D. Whiteside has drawn up a 
statement calling for equitable distribution of all goods. 
It reads: 

“In making such distribution due regard should be 
given to essential civilian needs, and there should be 
no discrimination in the acceptance or filling of orders 
as between persons who meet the sellers’ regularly estab- 
lished prices and terms of sale or payment.” The ob- 
jective of the policy is to make available an equitable 
proportion of all merchandise to retailers “without 
prejudice because of their size, location or relationship 
as affiliating outlets.” The statement concludes with the 
provision that “If voluntary observance of the policy 
outlined is inadequate to achieve equitable distribution, 
the War Production Board may issue specific directions 


to named concerns.” 
= - - 


WHAT NEXT? 


HERE we are, in the selling month of September, after 
an August that flattened out far beyond expectations. 
If the hoarders are beginning to eat up their canned 
goods and thereby causing a great lack of sales in gro- 
tery stores, can it be possible that shoe hoarders are 
beginning to use up shoes within closets and staying 
away from fitting stool and purchases? We will know 


HIT AND RUN CORNER 


To the Editor: 

“If ever the American Women found out they 
bought unrationed shoes not for wear, not for 
value, not for saving; but just for the ‘sport of 
spending’ they found it out at the All-Star Wash- 
ington Redskin football game at Dycke Stadium, 
Evanston, Illinois, Wednesday evening, August 25th. 
Play shoe soles started to uncurl and had to be cut 
off in strips by the male escorts who luckily pos- 
sessed a knife. Out-soles came off in the rain or 
entirely disappeared so the women were walking 
‘on their uppers’ literally. It was one of the slop- 
piest sights I ever witnessed in footwear and yet it 
was so laughable that the victims themselves took it 
in mirth. 

“I wonder if the other shoemen attending this 
game noticed the distintegrating of non-rationed 
footwear? This was certainly a night to prove the 
value of honest material in footwear. Perhaps the 
reason I noticed it so much was that I stayed under 
the grandstand with Mrs. Roose who refused to go 
into the wet stands and get ‘sopped.’ So we both 
stayed under the stand and watched the people 
come in non-rationed footwear. 

“The unmentionable (military secret) weather 
came down in buckets and failed to dampen the 
enthusiasm of the game, as it was full of thrills in 
spite of the lopsided defeat of the ai yr 
Redskins to the tune of 27-7. 

“But the deluge of rain did something else. It 
proved your point very conclusively—that there is 
a lot of unreliable unrationed material made into 
shoes that will not stand the soaking wet.” 


Water C. Roose, 
Marion Shoe Division, 


Daly Brothers Shoe Co., Inc., 
Marion, Ind. 





more about this phase of the psychology of people by 
the end of September. 

Then, again, we will come into a new experience in 
October. Will it be the high tide of retail selling like 
that experienced in the week prior to June 15th? That 
is the big question! We have a feeling that the total of 
sales will not reach that peak because many a merchant 
is asking his customers to come in for a fitting and a 
selection and a deposit of his coupon, making the sale 
legitimate even if the delivery is made after the expira- 
tion of the coupon date. Many stores have been forced 
to do this already, due to the shortage of sizes and ship- 
ments. These merchants have ear-marked particular 
sizes for particular customers, when the goods come in. 

Remember, also, the heat of hoarding has cooled off 
and some sanity has come into this excitable, volatile 
public of ours—the most emotional in the world as far 
as the purchase of goods is concerned. 

The next three months will bear watching because 
they will not be in the pattern of the past three months 
for we have stepped along into a new stage of the war 

[TURN TO PAGE 74, PLEASE] 
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He Makes Slippers for Our Fighting Men 


This is the Story of Fred H. Hertel, 70-Year-Old Welfare 
Director of the Columbus, Ohio, Lodge of Elks, Who Has 
instituted a One-Man Program of Supplying Bedroom 
Slippers to the Men Convalescing in Military Hospitals. 


A LITTLE over a year ago the idea of manufacturing 
bedroom slippers for our hospitalized armed forces 
occurred to Fred H. Hertel of Columbus, Ohio. Much 
correspondence with the War Department was necessary 
before permission was obtained to give slippers to the 
hospital units of the various branches of the United 
States armed forces. 

The United States Government does not supply bed- 
room slippers to the men in service; this commodity. 
therefore, is sent gratis, thanks to the efforts of Mr. 
Hertel, to the camps and military hespitals whose com- 
mandants make requests for them. Up to the present 
time, requests have been received for such Army and 
Navy personnel for 80,000 pairs of slippers; more than 
40,000 pairs have already been manufactured and 
shipped to 118 military camp and marine hospitals 
throughout the United States, Canada and overseas. Re- 
quests for the 40,000 additional pairs are being filled 
as fast as material can be obtained and prepared. 

Mr. Hertel, father of this enterprise, modestly dubs 
himself “the Elks’ truck driver.” His true title and year- 


Scene in the Ohio State 
Penitentiary where inmates 
work on the manufacture 
of bedroom slippers for 
the armed forces. Against 
the back wall, left, C. 
Bowlus, foreman; right, 
Fred H. Hertel, Elks Wel- 
fare Director and instiga- 
tor of the program. 


round job is that of Welfare Director of the Columbus 
Lodge of Elks No. 37. This activity of his is one of the 
most unique and extensive to be undertaken by civilian 
direction for war purposes within the last century. Since 
his appointment to position of Welfare Director of the 
local Elks in 1934, his main activity and purpose has 
been the salvaging and conservation of both foodstuffs 
and unperishable materials discarded by a less thrifty 
populace, which he converts into use for unfortunate 
and indigent families and individuals of the community. 
In appearance Fred Hertel is slight of stature, his 
pockets bulging with opened and unopened mail (it is 
believed that this unusual man receives more mail than 
any other individual in this city of 300,000 population). 
His hands are gnarled, roughened, and discolored from 
hard work among the needy. Despite his advanced 
years (he is 70), he can be found daily as early as 5.30 
A. M. scavenging the produce houses for unsalable but 
edible foodstuffs which he for distribution 
among the poor, and which he carries off in a noisy 
[TURN TO PAGE 78. PLEASE} 
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400,000 wearers acclaim the CanriLever 
features that have made Scout a best seller 
fer years! 

SCOUT supports the foot in unequalled comfort 
with these important features: high cut over the inner 
arch, lacing the shoe to a snug arch-supporting fit 
... the flexible shank . . . the wide walking base and 
ample toe-room . . . the straight inner line recom- 


* 


ANT/ILEVER 


SCOUT 


mended by foot specialists . . . the heel wedged on 
the inner side to throw the weight on the strong 
outer arch and lessen strain on the inner arch. . . 
the high cut blucher pattern that makes for easy 
walking . .. and the shock-absorbing rubber-topped 
one-inch heel that gives natural walking comfort. 

400,000 active women and growing girls have 
made the fame of SCOUT secure—the favorite of 
comfort-loving wearers. 


Selby Shoe Company, Portsmouth, Ohio 


New York Office: 3120 Empire State Building * New York Retail Store: Fifth Avenue at 38th Street 


ARCH STYL-EEZ + EASY GOERS 


CANTILEVER 


PRESERVER + ACTIVE MODERNS + TRU-POISE -; 
PHYSICAL CULTURE + GROUND GRIPPER - 


Stptembe: 15, 1943 








Build Good Will with § 


Giving Advertising Souvenirs to Young Child Cus- 
tomers Has Proved to Be a Policy of Wisdom in Mak- 
ing the Visit to the Shoe Store a Pleasant One. Here's 
How Two Shoe Retailers Put It to Work for Them. 


AMONG the forms of good will advertising used exten- 
sively by retail merchants, one of the most valuable 
from the standpoint of results is that of giving advertis- 
ing souvenirs to child customers. Shoe stores all over 
the country have engaged in this practice for years; in 
many cases a merchant would hardly consider operating 
a children’s department without stocking a number of 
types of souvenirs with which to content his young 
customers. 

The experiences of two shoe retailers with advertising 
souvenirs are worth repeating. One is Marott’s in In- 
dianapolis, a well-known and successful independent 
retail shoe establishment. The other is Beker’s Boot 
Shop in Buffalo, N. Y., also well-known in shoe circles 
and successful in operation. 

Marott’s have been giving souvenirs to child cus- 
tomers for more than half a century. More than one 
thousand souvenirs a week are distributed, and each 
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View of the children’s department at 

Marott’s Shoe Store, Indianapolis, Ind. 

Notice the atmosphere calculated to 
appeal to young customers. 


week something new and different is given to every 
child customer. 

The practice arose out of the love of children enter- 
tained by George J. Marott, owner of the store. Since 
the adoption of the plan, the store is serving the third 
generation. Older people well remember the custom, 
and still speak of it. According to Virgil H. Gebauer, 
manager of the children’s section, it is the best good 
will promotion the store has ever devised. 

There is no special method of distribution or special 
or unusual way of handling the souvenirs. When the 
purchase of footwear is completed, Junior gets his 
present and he never forgets, as proved by the fact that 

[TURN TO PAGE 81, PLEASE] 
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DAREX 


This good news is primarily for shoe manufacturers 
at this time. Better check with your supplier shortly. 











W ith the shortage of many critical materials, 
we were forced some time ago to withdraw Darex Counters 
from general use. Now, however, we have succeeded in 
duplicating to our satisfaction the basic principle of Darex 
Counters—a man-made material which possesses the two 
opposite properties needed in a good counter: 


I FIRMNESS ~~ 2 FLEXIBILITY 


Even in a seller's market, shoemakers are again swinging to 
Darex Counters. They know that future sales, when competition 
is again keen, will be based on today's shoe experiences. 





Darex Counters now available from these manufacturers. 


CALL them and they'll be glad to show 
you how Darex Counters give shoemakers 
what they've always wanted. 


Van Horn Kaestner Leather Co. 
1911-1931 South A 


A 
Milwoukee. W 


Central Counter Co. 


45! shaw Aven 
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Engel-Lewis Counter Co. 
Merrimac, Massach 

















thats what \ call 
bine. Leather.. 


In the hands of an expert leather buyer or sorter, a piece of leather is an open 
book. First there’s the ‘‘feel’’ of fine leather, unmistakable to the touch. This 
tells of its workability in the shoe factory — its flexibility on the foot of the 
wearer. The grain tells another important story of the origin of the leather 
and its basic quality. Texture —- color penetration — uniformity of tone — 
these are only a few of the points which the expert sees clearly in his open 


book. And on the basis of what he sees he selects. For more than eighty years 


the experts have been selecting Evans Kid as having all the essentials of fine 


leather, suited to the fashioning of fine footwear. And today, you find this 
superior tannage adding its factor of extra beauty and value to many of the 


most successful lines of shoes. John R. Evans & Company, Camden, N. J. 


Chceasis kid ons 


THE KID WITH A DEFINITE SALES INFLUENCE 
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PATENT LEATHER 


Unseen under the brilliant, uniformly fine surface of Colonial 
Patent are the elements which count most... make Colonial the 
largest selling patent in the world. These unseen ingredients 
are the carefully selected, choicest raw stock . . . the most highly 
skilled labor under the supervision of the most able and 
experienced tanning executives . . . exacting and uniform 
grading of the finished leather ...and complete and accurate 
service of supply in black and authorized colors. All together 
these qualities spell dependability . . . always a watch word 


with Colonial. 


COLONIAL TANNING COMPANY 


BOSTON MASS. 
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EVERYONE accepts the generalization that war means 
shortage, scarcity and sacrifice. But this commonplace 
is hard to swallow when it strikes home concretely, 
when it threatens production and sales schedules. The 
leather and shoe industries are no exceptions. These 
industries have performed unsung miracles of produc- 
tion for the war effort, for civilians on the home front. 
Yet the basic facts of supply and their significance in a 
war economy are not clearly understood. Perspective is 
needed now to weather this storm, to preserve the essen- 
tial basis of this shoe industry for its post-war future. 

Most of the interest in supply centers about leather 
as the basic shoe material. Leather supplies for civil- 
ians are limited, yet leather is available and tremendous 
quantities are still employed for consumers. These 
assertions are not inconsistent, on the contrary they 
indicate the two aspects of supply conditions to which 
the shoe and leather trades must reconcile themselves. 

In the aggregate more leather was made in 1942 
than at any time in almost 25 years. Record output was 
required to fill the colossal demands from the armed 
forces and to satisfy primary civilian needs. The scope 
of military demands for leather has not been appre- 
ciated by laymen who visualize modern warfare as a 
clash of metal and machines. Armies must be shod and 
clothed, and the variety of military equipment other 
than shoes and clothing in which leather is employed 
would take pages to enumerate. Spelling out these 
military needs in the familiar terms of hides and skins 
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reaches totals climbing into the millions. When manu. 
facturers and retailers reflect upon their difficulties in 
obtaining supplies, they must remember that the leather 
needs of the armed forces have been met with at least 
as much efficiency as in the procurement of any other 
critical material. 

Notwithstanding the unprecedented call upon tanners 
for military leathers, civilians have fared very favor. 
ably. In fact, it might be said that the level of shoe 
production and sales attained in 1941 and 1942 have 
hindered the trade’s adjustment to the sterner realities 
of 1943. The five years preceding 1941 were a high 
water mark in peacetime shoe output and demand. 
Average volume for that period was 417,000,000 pairs, 
an average which was formerly regarded with a great 
deal of gratification by producers and retailers. For 
1941 the comparable total of civilian shoe production 
jumped to 483,000,000 pairs and in 1942 during the 
first year after Pearl Harbor, there were 443,000,000 
pairs made for civilians. By no stretch of the imagina- 
tion can these figures be interpreted to indicate any 
measure of hardship for civilians; on the contrary 
American standards of shoe need and consumption 
were fully maintained. 

During 1943 the tightening lines of supply have called 
for readjustments fraught with more serious conse 
quences for the shoe industry than was the case in the 
previous two years. The background to present and 
prospective conditions has been thoroughly discussed 
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THE FUTURE... 


Shortage and Scarcity Are Problems at the Moment 
But Positive Factors of Supply Deserve Equal Emphasis 


and reviewed by spokesmen for the Tanners’ Council 
and the war agencies and it is only necessary here to 
dwell on some of the highlights. 

Perhaps the most important in an overall sense, and 
yet one which has been generally ignored, is the cumu- 
lative depletion of inventory beginning with the period 
of record demand at the end of 1940. Tanners’ stocks 
of raw material and finished leather have been drained 
and in many instances are reported down to the mini- 
mum level essential to continued production and ship- 
ment of leather. Manufacturers have also exhausted 
the inventories which they normally held and deemed 
essential to efficient operation. For example, according 
to the Trade Survey Bureau of the Tanners’ Council, 
total visible stocks of all cattlehides and leather at the 
end of July, 1943, totaled 10,234,000 equivalent hides 
in comparison with 15,095,000 hides at the end of 1940. 
Similar trends in other types of leather enabled the 
tanning industry to absorb unprecedented requirements, 
but it was inevitable that sooner or later demand would 
have to be filled from currently available supplies. 

It is fortunate that a substantial part of the tanning 
industry’s raw materials are the products of this coun- 
try’s great livestock resources. Nevertheless, imports of 
various hides and skins on a large scale are needed to 
fill production schedules for military and civilian re- 


September 15, 1943 
sh 


quirements. Until recently the acuteness of the sub- 
marine menace was a grave threat to the flow of vital 


raw material but developments in the past two or three 
months offer considerable grounds for optimism. Re- 
duced sinkings as well as phenomenal ship production 
have already been reflected in the freer movement of 
hides and skins from various parts of the world. Unless 
events now unforeseen should intervene it is reasonable 
to expect that the import picture will improve further 
and the raw material resources of United States tan- 
neries will expand. 

An offsetting factor to the optimistic shipping outlook 
was the reduction in domestic slaughter of cattle and 
calves during the past summer. The several causes 
which contributed to the meat crisis also produced a 
hide crisis. With fewer cattle being slaughtered, fewer 
hides reached the nation’s tanneries, and curtailment in 
the output of cattlehide leather became unavoidable. In 
the third quarter of this year processing limits set by the 
WPB in order to conserve raw material reduced the pro 
duction of cattlehide leathers by at least 30 per cent. 

Finally, the third background factor to supply condi- 
tions is the absolute priority of military needs, and the 
heavy proportion of all leather moving to the armed 
It has been estimated that the 

[TURN TO PAGE 87, PLEASE} 


forces and to our Allies. 


Even in wartime, the leather in- 
dustry looks to the future and out 
of the demand for more efficient 
methods born of wartime necessity 
will come progress and advance- 
ment in the post-war era. Accom- 
panying photographs illustrate tan- 
nery equipment of the most modern 
type in new leather processing 
plant of Poetsch & Peterson, South 
San Francisco, Calif. Photographs 
on opposite page show drying meth- 
ods employed in the treatment of 
heavy leathers, where airplane type 
propellers circulate air through 
large drying chambers. In photo on 
this page, William Poetsch discusses 
Westinghouse combination panel- 
board controls with Jay Smith, 
mechanical engineer, who collobo- 
rated with Louis Stockimeir, indus- 
trial consultant, in designing this 

modern tannery. 











NOBODY in the shoe industry needs to be told that less 
leather will be available for civilian shoes this coming 
year. Even the consumer has known for many months 
that good leather was growing searcer. When rationing 
first came in the average man and woman began to talk 
about good leather as their first consideration in select- 
ing shoes. The consuming public may have failed to 
be alert to other wartime restrictions but not, appar- 
ently, to leather and shoe shortages. Now, it may be 
that they need to be educated a little more in the op- 
posite direction, to realize that there is still a good deal 
of good leather being made into shoes. 

The point the customer needs to understand, how- 
ever, is that he . . . or she . . . will not always be able 
to get just the style he wants in the quality of leather 
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he prefers. Smaller supplies of leather will force Mr. 
and Mrs. Average Customer to make a choice. Will 
they choose quality first and a particular style second, 
or the other way around? Here is where the store's 
job comes in. If you have bought quality, too, just as 
much as you could get, you can, and should, promote it. 
Promote your high grade classic calfskins and kidskins; 
your suedes and patent leathers; your crushed and 
grained leathers; and your reptiles, both genuine and 
prints; but promote them in a new way. Talk about 
them as good year-round leathers, suitable in a diver 
sity of styles. 

This is not the year to promote special surfaces for 
special seasons. That, as you know, is not the economi- 
cal way to sell shoes and stretch available supplies. 
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This year you won’t say to your customer, “This is the 
leather for your Easter shoe,” or “These are the leathers 
and the styles you will want in your white shoes and 
these are the leading leathers for Spring,” or, as the 
seasons -roll around, “You will want your first Fall 
shoe to be in such-and-such a leather.” Just as,.more 
and more, women have been buying kidskins and calf- 
skins as year-round leathers, they are now beginning to 
think of suede as a four-season type and patent as a 
Summer, Fall and Winter, as well as a Spring, leather. 
It is by this kind of thinking that women can help 
stretch the available supplies of good leathers to make 
them go farther and serve more purposes. At the same 
lime they are also stretching their precious shoe 
Coupons to cover their needs as fully as possible. 


September 15, 1943 


Good Leather Will Still Be Avail- 
able for Next Season's Shoes. You 
May Not Be Able to Get All You 
Want in Exactly the Types Your 
Customer Wants. But there is Still 
a Diversity of Quality Leathers on 
the Market and You Can... and 
Should ... Promote This Idea to the 
Women Who Buy Your Shoes. Va- 
riety of Surface Interest Will Give 
Needed Freshness to Continued 
Styles and Will Help to Stretch 
Available Leather Supplies. 


by 
ELEANOR RUTLEDGE 


Shoes in accompanying photographs 
courtesy of Franklin Simon and Lord 
& Taylor, New York stores. 


Helping your customer select the shoe in the leather 
that meets her wardrobe requirements and makes the 
best use of available leathers and shoes is an important 
part of your job this year. It can be an interesting job, 
too. Take this question of the diversity of leathers 
available. That can be made a strong selling point. If 
your customers cannot buy new patterns or variety im 
colors, all the more reason why they should welcome 
variety in leathers, especially since quality leathers are 
still obtainable in limited quantities in these different 
surfaces. The important thing is to maintain an appre- 
ciation of quality and do our best to meet the demand 
for it. Recent developments in the war, especially the 
opening up of the Mediterranean, raise some hopes that 

[TURN TO PAGE 89, PLEASE] 
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SEPT EMBER starts a new Fall selling season 
and also marks the beginning of America’s 
second war-time Winter. Leather, the seventh 
essential war material, is still available for 
civilian shoes in quantities and quality to per- 
mit the production of good salable shoes. To 
the consumers’ eyes at least, the shoes you sell 
them this Fall will not be very different from 
those they have worn in the past. Unlike the 
critical situation which exists in meat and with 
gasoline, American men will have adequate foot 
protection against the Winter’s wet and cold, 
and their shoes will still retain most of their 
peace-time style and appearance, with good 


Opposite Page Below: Popular Norwegian 
Front Moccasins. From left to right—with 
raised stitched vamp in Scotch grain from 
Peters Shoe Company, a Division of Inter- 
national Shoe Company; with hand sewn 
seam and apron in Brown Calf from Nunn- 
Bush Shoe Company. Toeview at left is a 
model from Peters Shoe Company. 





looks restricted only to the extent already indi- 
cated by M-217. 

The problem reduces itself to one of avail- 
ability of materials, but the great variety of 
leathers from which America’s shoes are made 
permits great latitude of selection. A reassur- 
ing note for retailers and consumers alike is to 
be found in the insistence on the part of reputa- 
ble manufacturers that, for this Fall and Winter 
at least, no apologies need be made for the 
shoes you sell . . . the patterns illustrated speak 
for themselves from the style standpoint and 
are eloquent proof of the statement ; “simplicity 
is often the best assurance of good taste.” 


Scotch and Heather grains are important in plain toes 

this Fall. Here are two interpretations—left to right 

from Curtis Shoe Company and Winthrop branch of 
International Shoe Company. 


Left to right—Interesting interpretations of the mili- 
tary blucher with split quarter and butted tip. A 
Taylormade shoe from E. E. Taylor Corporation. 
Scotch grain is used in a similar pattern jrom Fried- 
man-Shelby, branch of International Shoe Company. 
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240 W. SUSQUEHANNA AVE., PHILADELPHIA, PA. 
83 SOUTH STREET, BOSTON, MASSACHUSETTS 





SALES AGENCIES: 





ar has failed 
to interrupt the steady flow of 


those superb Ceara and Pernam- 
buco Goatskins from our good 
neighbor, Brazil, to the Dungan 
Hood tannery. 


DUNHOOD has encountered no 
conditions potent enough to per- 
suade us to compromise our stand- 
ards of tanning. 


Hence, DUNHOOD LEATHERS are 
still the finest ... and the whole- 
hearted public acceptance of Kid- 
skin in these active times is an 
augury of even greater post- 
war popularity. 





ST. LOUIS 
C. A: Seiling & Company 
1709 Washington Ave. 


MILWAUKEE 
C. E. Becker & Co. 
647 W. Virginia St. 
SAN FRANCISCO 
MacPherson Lecther Company, Inc., Main Office: 815 Mission St. 


CINCINNATI 
W.D. Cost & Company 
307 E. 4th St. 


% GLAZED 
% SUEDE 


% GARMENT 
LEATHER 


SINCE 1870 
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U. 5. Service Shae 
Chrome Retan Sides . . .. . . . . ~ Grain Finish 
Chrome Retan Sides . . ‘Sang AS . « Flesh Finish 


U. S. Parachute Jumper Boot 
. 5 to 6 oz. Chrome Side (Color 1065) 


Women’s Army Auxiliary Corps 
3 to 3% oz. Full Grain Kip Side (Color 1064) 
. 3% to 4 oz. Full Grain Kip Side (Color 1064 


Garrison Oxford 
. »« 3% to 4 oz. Chrome Tanned Boarded Side 


Strap, Cases and Various Specialties 
All Weights . . U. S. Government Specification KKL 271 


Harness, Etc. 
All Weights . . U.S. Government Specification KKL 171A 


Snow Shoes 
Rawhide 


Oia, Shes, nd Oars 
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PINCH AND BITE PAD 








APPLIED TO INSIDE 
LINING ACROSS 
VAMP OF SHOES 
OR PUMPS TO 
PREVENT CUTTING 
OR“BITING” OVER 
THE TOES 








immediately Becomes Part Of The 
Shoe Itself As A Permanent Relief 


Dr. Scholl’s PINCH AND BITE PAD isa soft, 100% 
wool cushion, with self-adhering adhesive backing. 
Protects toes from shoe pressure, preventing pinch, 
“bite,” cutting and blisters on toes from wrinkles 
in shoe linings or heavy leathers. 

Sizes—Medium and Large. Packed in a glassine 
envelope. Retails at 25c pair. Wholesale, $1.00 doz. 


a 








FOR EXCELLENCE IN WAR PRODUCTION 








TONGUE PAD 


APPLIED TO UN- 
DER SIDE OF 
TONGUE TO PER- 
MIT SHOE TO BE 
LACED SNUGLY 
AND PREVENT 
PAIN ON TOP OF 
THE FOOT 














Adheres Permanently To Tongue Of 
Shoe. Relieves Painful Instep At Once 


Dr. Scholl’s TONGUE PAD is a specially designed 
pad with a self-adhering adhesive back. Relieves 
pain over instep from counter pressure. Helps pre- 
vent corns, blisters and ridges on instep. Gives 
more shapeliness to low insteps. 


Sizes—Small, Medium, Large. Wholesale, 90c, $1.00 
and $1.10 respectively. Retail, 25c pair. Packed in 
glassine envelopes. 











SELF STICK HEEL LINER 


With Self-Adhering ey 
Adhesive Backing 


Dr. Scholl’s SELF STICK 
HEEL LINER is made of 
soft suede leather. Can’t 

nm or “creep.” Imme- 
diately becomes part of the 
shoe itself. Comfortably 
gtips the heel. Stops slip- 
Ping. Saves hose. Repairs 
worn shoe lining. 


Sizes—Small and Large. Retail at 15c pair. Whole- 


sale, $1.10 dozen. Packed in glassine envelopes. 





HOSETTES 


Sell Like “Hot Cakes” 


Dr.Scholl’s HOSETTES 

are the perfect solution 

of the stocking prob- 

lem. Worn with or with- 

out hose. HOSETTES 

fit any foot, large or 

small. Worn invisibly. ; 

Prevent shoe friction. Help absorb perspiration. 
Washable like any stocking. Durable. 

Sizes 8%, 9, 9%, 10, 10%, 11. Retail 25c¢ pair. Whole- 
sale, $2.00 dozen. Sell on sight. 
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Standards for Non-Rationed Shoes 


PROPOSED steps towards establishing quality specifi- 
cations for non-rationed shoes using synthetic soles 
have been discussed in conferences between officials of 
the War Production Board, Office of Price Administra- 
tion, and the Department of Commerce, the WPB Tex- 
tile, Clothing and Leather Division said today. 

The group was concerned particularly with service- 
ability of non-rationed footwear and performance tests 
made on synthetic-type soles. It was the consensus that. 
substitute soles for footwear should have wearing quali- 
ties at least equal to a fair grade of leather soles. 

The committee recommended that quality specifica- 
tions for non-rationed footwear be developed and sug- 
gested their incorporation in Conservation Order M-217 
(footwear), which simplifies and otherwise controls 
production of shoes. 

It was pointed out that adoption of the proposed 
amendment would—in addition to conserving man- 
power and raw materials—be of particular benefit to 
the consuming public in affording protection against 
distribution of inferior-quality and poor-wearing foot- 


wear. 
ae 


Shoe Ration Chief Visits Coast 
W. W. STEPHENSON, chief of OPA’s Shoe Rationing 


Branch, and his assistant, Harold R. Quimby, are now 
on the Pacific Coast half way through a trip which 
for the first time has carried them West of the Missis- 
sippi on their mission of clarifying and explaining the 
retailer's operation under the shoe rationing program. 

The first stop on their journey was Chicago, where 
they addressed a group of retailers on September 7. 
September 8 and 9 found them in Denver. On the 8th 
Mr. Stephenson gave a radio talk on Station KLZ, a 
Columbia station in Denver. He took the period be- 
tween 4 and 4:15 p. m. to deal with general consumer 
problems, whereas the rest of the discussions dealt with 
the retailer. 


September 13 they reached the coast, where their first 


stop was Seattle. They arrived in Portland for a meet- 
ing there on the 15th. On the 16th they will arrive in 
San Francisco, where they will be joined by Patterson 
H. French, OPA Division Director, who will complete 
the journey with them. After spending two days in San 
Francisco they will go on to Los Angeles and will dis- 
cuss the retailers’ problems in that city on the 20th. 

The final lap of their trip will take them into the 
Southwest. Meetings will be held in Houston Septem. 
ber 23 and Dallas on the 27th. 

In addition to their talks before retailers Mr. Stephen- 
son told Boor & SHoe Recorper before beginning the 
trip that they would meet with OPA district and re- 
gional officers in Denver, San Francisco, Houston and 
Dallas. He pointed out that it was necessary to keep 
the regional and district officers well informed, inas- 
much as they had the immediate problems of both the 
retailer and consumer to handle. 


False Ideas Spread by Planners 


“THERE is no difference between a man who uses his 
wealth to control the life of a community and a bureau- 
crat who uses his power to control the life of that same 
community” was the statement of Governor Dwight 
Griswold of Nebraska. 

In an article, “The Nebraska Story,” in the current 
issue of The Saturday Evening Post, Governor Griswold 
charged today’s social planners with interference in the 
lives and liberties of individual Americans. 

“These social planners today are in reality fighting 
for the vested interest of government as against the in- 
dividual, precisely as some men in another day fought 
for the vested interest of great wealth.” 

Governor Griswold said counterfeit ideas, wholly 
foreign to American life, are in circulation and are 
being urged upon the people as proper answers to social 
and economic problems. These ideas are: 


1. Public debt isn’t a bad thing. It has social value. Since 
we owe money to ourselves, it really doesn’t count, nor does it 
matter how much of a load we pile on. 

2. It doesn’t matter if public money is not spent efficiently. 
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The money is simply passed around among members of the fam 
ily. 

3. Our pioneering is done, our industrial structure is largely 
completed. We have passed our days of great growth. There- 
fore we must change our national habit from one of venture to 
one of careful conservation of what we have. 

4. A man who risks his saved-up dollars to start a new busi- 
ness does so only out of a motive of profit. 

5. The state and local political subdivisions are hopelessly 
out-dated. These local units should be dispensed with. The 
citizen should deal direct with his National Government. Social 
and economic change will come faster. 

6. The present law-making body of Government is too cum 
bersome in a streamlined age. Therefore, let Congress create a 
bureau or commission with a very broad grant of power to make 
the law and change the law from day to day. 


The social planners, Governor Griswold said, have 
broken down legal and political barriers standing be- 
tween them and their aims in order that they might 
give to the American people something which the people 


didn’t particularly want, but which has been considered 
“good for them.” 


Moccasin Kits Ration-Free If— 


KITS containing unassembled leather moccasins of the 
type used in handicraft activities may be sold ration- 
free provided they were made up and shipped from 
the factory before August 31. according to Amendment 
33 to Ration Order 17. The amendment affects only 
unassembled parts of leather moccasins designed for 
handicraft purposes. All finished outdoor leather moc- 
casins remain on the ration list as formerly provided. 

OPA explained that the moccasin kits, many of which 
were manufactured before rationing went into effect, 
have not sold under rationing and are therefore being 
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released for the benefit of Boy Scouts and other chil- 
dren who make up and use this type of footwear. The 
action is designed to prevent waste of leather and at 
the same time to conserve other general wear shoes. 


Because these unassembled moccasins use leather 
suitable for work shoes, continued manufacture of the 
kits is being discouraged through the provision that 
any made on or before August 31 may be sold only 


against ration currency. 
ca . . 


Order Releases Single Pairs 


SHOE repair concerns, manufacturers and dealers in 
scrap leather and shoe findings will be able to buy 
certain obsolete and single shoes for use in making or 
repairing other shoes, without giving up ration cur- 
rency, OPA announced in issuing Amendment 34 to 


Ration Order 17. 


The amendment authorizes dealers to make these 
ration-free transfers of unworn shoes from which val- 
uable leather, steel and other materials can be recov- 
ered, after permission has been obtained from an OPA 
district office. The purpose of the new amendment is 
to allow the shoe trade to continue the customary 
practice of making use of obsolete and single shoes 
that cannot be sold to consumers. 

The ration-free sales may be made only to persons 
who repair or make shoes, to shoe findings distributors 
and to dealers in scrap materials. Pairs of shoes may 
be transferred ration free only if the shoes were manu- 
factured before Jan. 1, 1939, and when transferred by 
shoe dealers, only if the applicant has 25 or more 
pairs. A person other than a shoe dealer or manufac- 
turer may transfer one or more such pairs ration free. 

Single shoes may be transferred ration free only if 
they cannot be matched. They may be transferred by 
any establishment or person, with no restriction on the 
date of manufacture or the number of shoes. 

Before a ration-free transfer may be made, the selles 
must apply in writing to his OPA district office. Dealers 
who acquire such shoes ration-free must use them as 
repair parts or as parts of new shoes to be manufac- 
tured, or they may in turn sell parts of the shoes ration- 
free to other persons who will use them for repair 


or manufacture. 
> . - 


Ration Currency Refunds Allowed 


| F a customer is unwilling to accept delivery of a pair 
of shoes for which he has surrendered valid ration 
currency, the retailer at his discretion may give him a 
special shoe stamp instead of delivering the shoes, OPA 
inade clear in issuing Amendment 35 to Ration Order 17. 
While this new provision makes it possible for a 
retailer to refund ration currency instead of delivering 
shoes, it does not require him to do so if he is able to 
make delivery. The original shoe ration regulations 
provided that a retailer must make ration refunds if 
he is “unable” to fill orders for which he has received 
[TURN TO PAGE 86, PLEASE] 
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Avoid Careless, Wasteful Use of 


Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
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SCHOOL PROMOTIONS LEAD 
IN HOUSTON 


THE school and college pennants are 
flying at full mast both in the win- 
dows and in the advertisements of 
Houston shoe stores, as is to be ex- 
pected with 90,000 school children re- 
turning to public, private, and paro- 
chial schools. When one recalls that 
in most families two coupons are 
allotted to one school youngster, who 
needs one pair for school and another 
for dress, it is not astonishing to find 
the juvenile stores and departments 
crowded at all hours. 

The buyer for one women’s shoe 
store maintains there is nothing to be 
said about shoes in connection with 
schools as he finds the volume remains 
the same year in and year out. While 
that is true, nationally, it is not quite 
true of Houston in view of the influx 
of war industries and war workers. 
with the consequent increase of school 
enrollments here. Among the col- 
legiates, of course, the coed group re 
mains much the same this year; but 
certainly boys who are in the army 
are purchasing fewer shoes, in pro 
portion, than when they moved in a 
collegiate atmosphere. 

Both Saks Shoe Store and Captain 
Kid’s Shop have advertised shoes for 
both boys and girls. Poll Parrot 
Juvenile Shoe Store is featuring an 
oxford and a strap slipper. Krupp & 
Tuffly promote black or brown elk 
finish leather with shark tips, as well 
as tan elk finish, a soft unlined ghillie 
tie with perforated tips and a mocca- 
sin type oxford. 

Among the collegiate groups the tic 
and the moccasin are still tops. Paul's 
features the latter, displayed before a 
red bound slate with the warning that 
these are the last for the duration. 
Baker limits an ad to the statement 
and question: “We're famous all over 
town for our ‘head of the class’ col- 
lege shoes. Have you seen them?” 
accompanied by a cut of the shoe. 

Newest thing is synthetic soles. 
Several of the stores are drawing at- 
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tention to the new synthetic sole fea- 
tured in their windows, which appears 
similar to rope. Krupp & Tuffly has 
been featuring a sling pump in white 
duck or in wheat fabric and a tie in 
white duck, both on synthetic soles. 

Although these are “back-to-school 
days” and are so being played up, 
other groups are not being neglected. 
and intriguing advertisements have 
appeared. In fact, the advertising 
manager of one store stated that he 
has been very busy preparing adver 
tising designed to lure No. 18 cou- 
pons, in an effort to prevent the rush 
of the last two weeks of a coupon’s 
life. 

Black is still leading, with Army 
Russet and lizard following closely. 
One or two stores still have on hand 
» very few pairs of blue in gabardine 
and leather. Town Brown will not 
loom heavily in this area until the 
arrival of the cool weather and Fall 
clothing, which is about early or mid- 
October. Among the blacks featured 
are a soft black suede. 

The Vogue Shoe Store is promoting 








...IN ARMY RUSSET 


14.95 
Mac tong cat ben YOTS 
Le. 
Qae (Or 
Polished calf in Army Russet, featured 
in both handbags und shoes was a 
popular promotion at The Fashion, 
Houston, Texas, recently. 











pompoms of flower motifs and fruit 
Victory Garden corsages, “to add bril 
liant color to dark costumes,” sold 
only with shoes, and for which match 
ing bag and gloves are obtainable. 
Two novelties have been big sellers 
The Smart Shop offers play shoes, 
rough fabric sandals with heavy, non 
rationed wooden Battelstein’s 
ran an advertisement in August fea 
turing Mayan Sandals, also non 
rationed, and has now sold a third 
shipment of these popular shoes. Both 
of these styles will probably hold 
their own since warm weather lasts so 


soles. 


long here. 


NEW ORLEANS SHOE 
BUSINESS UP 


An over-all view of the shoe business 
in New Orleans reveals the fact that 
business in general for August was 
up on an average of 25 per cent to 
30 per cent over July of this year, 
and from 30 per cent to 50 per cent 
over August of last year. All shoe 
merchants report that No. 18 stamp is 
being used steadily, albeit cautiously. 
All of them are preparing for a tre 
mendous September business. 

Mr. Slade, manager of Holmes 
shoe department, says black suede is 
a steady seller with calfskin running 
a close second, both of which are sell 
ing out much earlier than usual. Play 
shoes and casuals, both rationed and 
unrationed, sold well this 
While business at ‘Holmes was up. it 
was not quite as brisk as was ex- 
pected. Mr. Slade reports a 
stock of merchandise on hand, good 
deliveries, and states that now things 
have smoothed out a bit between 
manufacturer and merchandiser, and 
he “doesn’t think there will be a 
shortage of shoes and is looking for- 
ward to a more normal situation.” 
He added that, despite the ease with 
which shoes sell these days, it is his 
opinion that it is still necessary to de 
a good job of merchandising. 

At Imperial Shoe Store sales have 
heen exceptionally good on casuals. 


season. 


zo vd 


Boot and Shoe Recorder 









J 


under 
Stetso 
This is 
Stetso 
forces 
honor 
record 
conce' 
lose th 
the lor 
Stetso 
traden 
seeing 
in Esq 
public 


When 


is resu 











TO HELP YOU ZeL YOUR CUSTOMERS 






















































uil y 
ril = more than selling is our 
old * HE IS A MARINE 
ch underlying reason for advertising The distinctive globe -and- 
: ; . anchor insignia on this pith 
= Stetson men's shoes just now. helmet identifies a member 
es, This is the third war in which of the U. S. Marine Corps. 
Oli 
n’s Stetsons have served our armed a 
a forces. As veterans with an * 
" honorable and distinguished 
th « 
rid record, therefore, we are frankly ia 
7 concerned lest the public should 

lose the connection between ’ 

the long-established values of ; \ Stetson shoes are veterans of many 

i= 1 ‘ ; 

Stetson shoes and their distinctive wa Compatgns. They were in service on San 
ss Juan Hill, ac Chateau Thierry and at - 
al trademark. That is why you are \ Guadalcanal. 4 
‘as \ . 3 Mae : : 
rs seeing Stetson advertisements | The diamond trade-mark which identi- 
: | | fies Stetson shoes is a mark of distinc- 
. i Esquire and, again, in iy tion. It guarantees quality in materials 
py publications like this one. -— workmenship - Look for it. 
is ( A limited number of fine Stetsons are ‘sf 
y. iN still being made for civilian wear. 
€ When normal civilian production ~ THE STETSON SHOE Co., INC., South 
E iesumed, Stetson will be able Weymouth, Massachusetts. | 
is again to supply in full measure , 
ig ; 
I. the quality and style that. so x 
’ many of your best shoe customers 
» want. Why not put Stetson shoes 
it 
X- in your plans for the future now? x 
4 : 
d THE STETSON SHOE COMPANY, ‘ 
S INC., South Weymouth, Mass. 
. The WESTBURY 
¢ 
a Anew display card featuring { 
r ‘fe 
” the Stetson slogan, “More by the , 
tJ Pees the Yoo’ i om STETSON SHOES | 
0 available to all Stetson shoe “More by the Pair, Less by the Year” Z 
‘ dealers. Free, of course. 





September 15, 1943 








RECORDER 


REPORTS 


TO 


THE 


INDUSTRY 











Here, too, unrationed items continue 
to sell well, but are not being pushed 
in advertising. The outstanding best 
seller at Imperial is black suede which 
is being bought earlier than usual. 
Reptile, a fast moving item every- 
where in New Orleans, is selling out 
as fast as it comes in. Here, too, the 
report is that deliveries are good and 
stocks on hand good. 

At Keller-Zander, the best seller is 
a black pump. Barefoot originals and 
ankle bracelet types which they ad- 
vertised have been very successful. 
They have on hand about seven bare- 
toot styles which they expect to con- 
tinue to sell out rapidly. September 
promotion features alligator. Stocks 





on hand are good, sufficient enough, 
Mr. Fontaine believes, to carry them 
through until Fall replacements are 
expected. 

W. L. Clary, manager of the shoe 
department of Maison Blanche, re- 
ports their best seller to be reptile; 
like everyone else they are not fea- 
turing them because they sell out so 
rapidly. In September and October 
the store will feature black and brown 
suedes. Stocks on hand are low for 
this time of year in the higher priced 
shoes, but in the lower priced shoes 
stocks are plentiful enough to carry 
them through the season. Mr. Clary 
does not play up unrationed play 
shoes, selling them only when the cus- 
tomer specifically asks for them. Sales 
on school shoes are ahead of last year 
at this period. Patents, which are a 
big selling number in New Orleans, 
will not be pushed or featured by 
Maison Blanche until November or 
December as patents continue to be 
bought without merchandising promo- 
tion. Suede is being featured by this 
store for September. 

Paul Edmunds of Kreeger’s is much 
enthused over a shipment of unra- 
tioned wooden soled shoes which they 
featured recently and which are sell- 
ing out like hot-cakes. All play shoes, 
rationed and nonrationed, continue to 
sell well at Kreeger’s. Mr. Edmunds 
reports that deliveries are better, ship- 
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Imperial Shoe Store, New Orleans, 
recently featured these “Baby Imps” 
with the comment, “The round roomi- 
ness of an infant's last makes for new 
comfort for grown-ups." 











ments heavier and their stock on hand 
very satisfactory. Reptile, a favorite 
of this store, is being featured in Sep- 
tember together with patents, calfskin 
and suedes. 

At Godchaux’s Harry Davis reports 
that they have a “wonderful assort- 
ment of school shoes on hand” with 
a good variety of types and sizes. The 
school shoe buying rush started in all 
stores about a week ago and expec- 
tations are that it will continue. Mr. 
Davis reports that the Norwegian moc- 
casin for girls sells out as fast as he 
can get them in. Godchaux’s antici- 
pate a tremendous business on walk- 
ing shoes, so stocks on this type of 
shee are big. Godchaux’s stock of 
play shoes and unrationed items is 
nearly depleted. Biggest selling item 
right now is tan calf. 


SLIPPERS IN DEMAND 
IN MILWAUKEE 


SHOE retailers in Milwaukee are 
more than slightly annoyed over the 
house slipper situation as calls for all 
types, but particularly the hard sole 
slippers, increase daily. Announce- 
ment of the probable rationing of slip- 
pers created a minor panic. 

“I won't have a slipper left to sell 
by November if this keeps up,” 
lamented Mr. Daniels at Walk-Over. 
“What good does it do to ration slip- 
pers if the action is indicated so far 
in advance that slipper stocks are 
cleaned out?” 

Nor is it easy to attempt to limit 





sales by placing quotas of one, two. 
or three pairs per customer, for where 
salesmen are working on a commis- 
sion basis, they attempt to compen- 
sate limited shoe sales by increased 
sales of slippers and unrationed items. 
It is not uncommon for a customer to 
walk out of the store with half a 
dozen pairs of slippers. To top it 
off, 1943 slipper stocks are 25 per 
cent smaller than those of 1942. 

In the women’s line, leather mules 
and high style numbers are in great- 
est demand. There is an obvious 
swing to better quality slippers. 

Christmas gifts for servicemen over- 
seas must be in the mail between 
Sept. 15 and Oct. 15, and slippers for 
men, always a popular gift item, are 
being selected for men in the armed 
forces, which has been a source of 
added impetus to the already whirling 
slipper trade. 

There was some confusion here 
among shoe retailers regarding the 
restrictions voluntarily placed by 
merchants on comparative promotion 
and “sale” events. Although this type 


_ of advertising has never been exten- 


sively employed by the shoe trade, 


-there seems to be some doubt as to 


whether or not the limitations outlined 
apply to it, and just how far they go. 

Gimbel Bros. department store re- 
ports that returns are increasing to 
pre-rationing status. When rationing 
first started, the public felt that re- 
turned shoes could not be credited 
for stamps as well as for money; thus, 
original selections were more meticu- 





lous. However, with the discovery 
that rationed shoes can be returned 
just as easily as when they were not 
rationed, the unhappy days of “I've 
changed my mind,” are here again, 
although not yet in the same propor- 
tion. 

Odd lot stocks were somewhat 
cleaned up by the Office of Price 
Administration release with regrets 
that the 4 per cent was not much 
larger. Some retailers took a beat- 
ing on prices by selling a good deal 
at less than the allowed 10 per cent 
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The Heartrending Story 
of Hannibal Studge 






















1. Shed a tear for poor Hannibal Studge. He 
made an election bet and lost. The terms of 
poor Hannibal's bet were that the loser must 
wheel the winner in a wheel-barrow across 
the country until his shoes wore out! 











































2. It rained on Election Day . . . 
———_ "and unlucky Hannibal lost. So, 
with a great deal of gloom, he 
bought a new wheel-barrow. 
Then suddenly he got an idea! 
a eu He'd buy a pair of those war- 

WY &/ 2 time rubbers; they ought to 
wear out in no time. 


























3. So he did, and they started out. But 
alas, poor Hannibal, he made one 
mistake. He hadn't reckoned with the 
skill of America’s manufacturers or 
noticed that these rubbers were called 
“Duration Quality.” 
















4. That was months and months ago . . . 
and they're still going ...deep in the 
heart of Alaska! 











FABLE? Of course, but a fable based on fact. For “Duration 
Onaly ” 


; rubber footwear has actually given surprising service 
under wartime conditions—and for a mighty important reason. 









The quality of rubber footwear depends upon a great deal 
more than rubber alone. For instance, proper foundation 
of non-rubber structural parts, and lasts designed to reduce 

at points of stress and strain . . . technical knowledge 
















f equipment .. . laboratory facilities for testing and 
research . . . skilled craftsmen, chemists and technicians. aed Papdionws 
At the footwear factories and laboratories of Hood Rubber 
mpany and B. F. Goodrich, these things have not changed, ~~ \* 
¢n in wartime! ‘ ood Ru ’ 


A DIVISION OF 
3 “ ye par 


bber Co. 


P.S. Thousands of pairs of our rubber footwear are now being made with the new f Ti 
GR-S synthetic rubber. Their quality is the result of many months of experiment- CS ad ig. SS 
ing and testing in the laboratories of Hood Rubber Company and B. F. Goodrich. 

MR. GR-S UBB 


COTWEAR LABORATORIES AND FACTORY, WATERTOWN, MASS. 
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above cost, but by and large the re- 
lease was satisfactory. 

Among the novelty shoes made of 
unrestricted materials is one carried 
by Walk-Over that sells for over $8. 
The entire foundation of the shoe is 
a fine grade of wood expertly finished 
with leather thongs, cleats, and a thin 
heel. The upper is made of two o1 
more varying colors of imported 
Swedish fabric. Unfortunately the 
article came in too late to fill Sum- 
mer needs, but the management feels 
that a good job will be done on this 
shoe as a gift item for house wear. 





BOSTON BUSINESS AT 
LAST YEAR'S LEVEL 


FALL shoe promotions in Boston 
have followed conventional lines, and 
business has been steady at about, or 
slightly above, the level of this time 
last year, which was a banner season 
with most merchants. The largest vol- 
ume of business, of course, has been 
in children’s footwear, though some 
stores report exceptions to this rule 
and find that women are buying more 
freely for themselves than for their 
offspring. 





Advertising volume is reported by 
Boston newspapers to be slightly un- 
der that of last year, which was to 
have been expected, though it is in- 
teresting to note in this connection 
that nearly all the advertising done 
has attempted to “put across” the idea 
that necessary buying be done as 
early as possible. The spectre of an- 
other wave of near-panic buying as 
Coupon No. 18 nears the deadline will 
not down, and merchants are ex- 
tremely anxious that Fall business be 
done in an orderly way and that their 
regular customers have the opportu- 
nity to make their selections and be 
fitted while stocks are still adequate 
and before sizes hecome hopelessly 
“shot.” 

The feature of the season to date 
has been the popularity of medium 
and low-heeled styles—the latter be- 
ing even more in demand than the 
former and the reappearance of 
pumps and even oxfords of all-over 
patent leather. Though the oxfords 
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have been intended for girls of be- 
tween 9 and 16 years old. a few 
adults who wear these smaller sizes 
are reported to have bought them. 
Patent as a trim is also very much in 
the picture. 

Leathers are 75 per cent black, in 
smooth and suede finishes: plain 
pumps have given way in many stores 
to those with throat ornaments; ox- 
ford types are more numerous than 
ever; and the emphasis is definitely 
on the sturdier-looking types. This is 
true in practically all stores, no mat- 
ter what their price levels. 

It is the opinion of one merchant. 
as the result of observations made on 
a recent trip which brought him into 
contact with fellow merchants from 
points as far distant as Texas, that a 
definite shoe shortage will develop if 
and when a buying rush develops late 
in October. He found, he says, that 
deliveries are running from four to 
six weeks late from which he deduces 
that deliveries in many cases cannot 
arrive in time to help fill the demand 
expected then. 


BACK-TO-SCHOOL 
THEME IN BALTIMORE 


“YOUNG America Back to School” 
is the decorative motif now exempli- 
fied in Baltimore shoe stores and win- 
dows. Control (by the WPB), com- 
fort for the wearer, and considera- 
tion for the important coupon are the 
factors that dominate shoe advertising 
at this time. For kindergarten, grade 
school and high school, the tough, 








“For Whom the Beil Rings” wes the 
heading on this interesting back-to- 
school ad by Ariace in Boston, Mass. 


— 


longwearing moccasin oxford or ghil- 
lie is first choice. 


Wyman offers a junior edition with 
scuff-proof wing tip and leather sole. 
For the college campus or career, 
Hochschild, Kohn & Co. has a Kohn 
& Co. classic in lizard with flexible 
sole, sling back or closed back, open 
or closed toe. Wyman’s lizard is a 
pump with high heel and flat bow. 


In the lower price class, Nisley has 
a new shoe with country sturdiness 
and city style. Schieisner has new 
appeal in a pump with a fringed 
apron, introduced this season in two 
heel heights, and two leathers, polish- 
ed calf or smooth suede. The Hub 
presents an oxford with pinked tongue 
and pin-point perforations. 


For glamour footwear, which has 
not relegated to the background. 
Hochschild, Kohn & Co. lists. sling- 
back pump of black suede with gros- 
grain bow; a dressy modified heel 
suede pump, in black or brown; a 
calfskin tailored classic, moderately 
high heel, in black or brown. 


The Hub’s Fall fashions feature 
patent, suede, gabardine or calf in 
pumps, straps or ties. 


O’Neill’s rates the month’s orchid 
for a play- shoe ad, which offers a 
white canvas oxford stepin, non-ra- 
tioned in three styles with sturdy com- 
position soles. The value of the ad 
was heightened by the timeliness of 
its placing, when most other ads were 
offering the durability type shoe. 


Hess Shoes are now sponsoring 
“The Sunday Afternoon Journal of 
the Air” every Sunday at 5 P. M. over 
Station WFBR. 


DELIVERIES BETTER IN 
SAN FRANCISCO 


SHoE business in the San Francisce 
area continues at high levels, and & 
spirit of optimism prevails that the 
future will see decreasing tension not 
only in the conduct of business but im 
the matter of future inventories. Man- 
agers report that increasing deliveries 
are being made of stocks ordered 
months ago, and there is less panic 
buying. Stores are confident they will 
be able to continue to supply their 
customers with the styles and types of 
shoes which will prove attractive. 
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go back to discomfort, again? 








Walk-Over Main Spring Arch 
Shoes Advertised to Millions 


of Women in October and No- 
vember Woman’s Home Com- id 
67 
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Will women ever 


@ The war has shown a lot of women (like Walk-Overs). 
how wrong they were. Trying to walk 
miles and work long hours in misfit- 
ting, flimsy or broken-down shoes has 
taught a painful lesson. 


Today, millions realize that :— more Americans have “discovered” 
1—-It pays to buy fine quality (like _ this year. ‘ 
Walk-Overs). 

2—They feel better, work better in 
shoes that support their weight cor- make lasting friends . . . give you full 


rectly (like Walk-Overs). profits without markdown loss. Geo. E. 
3—“Arch” shoes can be smart shoes Keith Company, Brockton 63, Mass. ; 


gMEG. U.S. PAT. OFF ‘ 


Now is the time to make this lesson 
stick. Build your business today, for the 
future, with Walk-Over Main Spring* 
Arch Shoes—the shoes that thousands 


War years or peace—Walk-Over Main 
Spring Arch sales grow steadily . . . 
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THE New England shoe industry, in common with 
the rest of the country, is reliably reported to have 
resigned itself to even more stringent curtailment 
in thie supply of upper leather than that which has been 
apparent to date. It is the belief here that the trend of 
production for the balance of the year will be down- 
ward. This applies, of course, only to shoes of leather— 
both men’s and women’s—and the trend, as pointed 
out by economists, has its origin in the hide shortage 
of the last few months, just now being reflected in a 
shortage of leather. Also, while more cattle are ex- 
pected to move to market as western ranges become 
dry this Fall, the time element, plus labor shortages, 
will prevent the shoe manufacturer from feeling the 
benefit for two or three months to come. 

The present shortage of calf leather (one manufac- 
turer recently reported that he had been able to get no 
brown calf for three weeks and was having difficulty 
keeping his cutting room busy) and the increasing 
scarcity of other materials have led, in at least some 
instances, to an understandable though unjustified sus- 
picion of the manufacturer on the part of the merchant 
who still does not realize that conditions are as they are 
and who feels that his allotment of shoes for the Fall 
and Winter season is far below what the manufacturer 
could give him were he so inclined. Put bluntly, this 
type of merchant suspects that the manufacturer is 
gunning for new accounts or catering to large accounts 
at the merchant’s expense, which is about as far from 
the truth as anything could be. What is needed, in the 
opinion of many, is a concerted campaign, participated 
in by manufacturers, to bring home to these merchants 
the facts of war. 

Manufacturers of house slippers, particularly for 
men, are being squeezed heavily by this condition. One 
large Boston wholesaler, who has turned partially to 
gabardine as a substitute for the kid leather he formerly 
used in quantity, reports that he simply cannot fill 


68 


orders which have been placed and that, in fact, his 
stock of leather slippers is near the vanishing point. 
What happened, he says, is that merchants, insistent on 
early delivery in anticipation of a Fall rush, accepted 
almost their entire season’s allotment early in the Sum- 
mer. By July they were promoting slippers in a big 
way. By the third week of August they were out. In the 
meantime, they had neglected to size in as they sold 
and consequently find themselves now with compara- 
tively low stocks and broken sizes which cannot be 
replenished because the manufacturer, in his turn, has 
made all he can. 

In the field of non-rationed footwear, energetic action 
has been taken to eradicate the “bugs” in substitute 
soling material which seemed, at one time, about to kill 
the goose that was laying the golden egg for those 
manufacturers who used it. Returns to the factories 
have been increasing steadily and consumers who have 
been buying this footwear—most of it of the play shoe 
type—have not been hesitant about saying what they 
thought of the wearing quality. 

This problem is now believed to have been solved 
and the New England Shoe and Leather Association, 
after investigation, has recommended in a formal reso- 
lution that the manufacture of these non-rationed shoes, 
adequately soled, be continued “as being in the interest 
of the public as well as that of the shoe industry” but 
with the provision, as stated in the resolution, that the 
Association “does recommend to interested officials of 
the War Production Board and Office of Price Admin- 
istration that minimum standards be set up for sub- 
stitute soles covering wearability, adhesion and water 
absorption, which tests should be secured by the pro- 
ducer or distributor of these soles, thus assuring the 
consuming public satisfactory wear of non-rationed 
shoes.” 

On the labor front, here in New England there has 
been an intensification of the drive to place shoe workers 
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in the category of employees who are entitled to at least 
one week’s vacation per year, with pay. Recently much 
publicity was given to the fact that 30 Haverhill manu- 
facturers had joined with their employees in petitioning 
the War Labor Board for a hearing at which it would 
be determined whether or not such an innovation could 
be made without violation of the “hold-the-line” direc- 


QUALITY manufacturers of children’s shoes in this 
area express satisfaction at the 25 per cent increase in 
their quota, although one manufacturer of high grade 
children’s shoes said that the increase was chiefly a 
“paper increase.” He is unable to increase production 
because of labor sortage. Another expressed an op- 
posite opinion. But for this increased quota he would 
have been obliged to slow down production. A third 
children’s manufacturer reported that he was going to 
try to make more shoes and said that he considered the 
25 per cent increase in quota “good for morale.” One 
of these manufacturers was already beginning to receive 
re-orders on back-to-school shoes. 

Children’s white shoes are being made of crushed 
kidskin and goatskin, no elk being available, reported 
one manufacturer. Another said that he was making 
white shoes for small children only. The report from 
one children’s factory is that he has made no patent 
leather for a number of months and that there has 
been no demand for it. Pigskin for unlined shoes is 
being tried out by one factory. The consensus of opin- 
ion on soles was that these children’s manufacturers 





GRIM realities which cannot be changed by mere 
words, but only by new conditions, continue as the 
dominating influences in the shoe industry of this city 
as a new season gets under way. 

Demands for more shoes grow in volume—and some 
manufacturers are even beginning to hear from con- 
sumers on the subject. But there cannot be more foot- 
wear until more of the “makings” are in sight—more 
skilled labor to build them; more leather with which to 
make them; more hides from which to produce the 
leather. 

This fact is illustrated vividly in the market for 
infants’ and children’s shoes, of which this city is a 
manufacturing center. With a flourish of words, Wash- 
ington authorities announced a while back that manu- 
facturers would be permitted to increase by 25 per cent 
the number of pairs they had originally been permitted 
to produce. But in so doing they only offered words. 
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tive of the Administration. Inquiry at the New Eng. 
land regional office of the WLB revealed the fact that 
this is by no means an isolated case since it was said 
there that within the short space of a few months “sey. 
eral hundred” similar applications have been received 
from manufacturers and that between 300 and 400 
have been granted. 





would continue to use leather as long as possible. One 
factory reports difficulty in getting leather for inner 





soles. 





Sole leather continues to be one of the chief prob- 
lems of the makers of women’s shoes in the New York 






area. White shoes are expected to be in heavy demand 





and retailers are trying not to miss the boat as they 
have done this past season. White shoes for the South- 
ern resort season are already being cut for November 
delivery. Leathers being used are suede, crushed kid 
and goat skin. White calfskin shoes will also be made 
in very limited quantities and only from leather on 
hand. The same is true of the few blue and turftan 
shoes that are being made. One high style manufacturer 
reports that he will also be able to make a few hundred 
pairs of snakeskin shoes in novelty colors. There is a 
big demand for patent leather shoes but this leather 
will be allocated in insufficient quantities to meet the 
demand. New York manufacturers are not usually in- 
terested in gabardine. A few gabardines in combina- 


















tion are being made. 


CEL 


What has actually happened in consequence? 

No additional shoes for children have been made or 
can be until there are more materials and labor. Manv- 
facturers are five months behind in their orders; they 
will be lucky if they can produce 80 per cent as many 
shoes as they did last year. 

“So far as actual results are concerned, we may 4 
well have been told that we could build 125 per cent 
more shoes instead of 25 per cent more,” said Lee 
Carpenter, president of Carpenter Shoe Company. “We 
are going along about 80 per cent of last year, which 
is about all we can do under the circumstances. 

“The loss of the moccasin pattern and also durable 
white leather have caused the greatest number of com- 
plaints from our customers.” . 

With the shortage in children’s shoes more acute 
than that of adult footwear, makers of the former are 
hopeful that more materials will be made available. 
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The black market in meat, which is conceded to be 
tremendous, is blamed for much of the shortage in 
hides, which is reflected in smaller leather supplies, 
because many of these hides are buried; they do not 
get to the leather stage. Branded hides, particularly, 
would betray the source of illicit supplies. 

Eliminate the black market if possible; release some 
more leather and other materials along with some addi- 
tional help, and such problems as the growing shortage 
of children’s shoes will become less acute. 

Meanwhile makers of shoes for adults are also going 
along the best they can; trying to keep old customers 
pacified with quotas, but unable to provide for those 
who would like to start new accounts with them. 

Advent of September brought to retail stores as com- 
plete lines as could be had of footwear made under the 
restrictions of war; limited in styles and colors, with 
soles of varied materials in many to aid in the saving 
of precious leather. 

Keenly interested in what the stores had to offer were 
an increased number of customers who looked over the 
new shoes appraisingly—and understandingly—and pro- 
nounced them good. What was of equal importance, 
from a retail point of view, they began buying them 
with encouraging frequency. 

Comments were that the appearance of window dis- 
plays compared favorably with those of other years, 


— 





which was a tribute to the success to shoe manufag 
turers in making good looking shoes of quality whik 
“going easy” on critical materials. 

Calls for school shoes and the normally increasing 
demands for footwear coming with the waning of Sum 
mer lowered stocks that were already called depleted & 
some stores and brought renewed searches for soureg 
of supply. 

Non-rationed footwear is being featured in mam 
stores and they are going well with customers who hag 
been accustomed to buying more shoes annually than 
the regulations permit. They have the advantage of 
bringing additional revenues to stores which cannot get 
enough rationed shoes, as well as to those whose bush 
ness was hurt through the accentuating of qualify 
which rationing brought. 

As if reluctant to release their hold on Summey, 
people have continued to buy white shoes later tha 
usual, and sales of whites in the closing days of August 
were frequent. 

Shoe merchants, looking over their stocks and com 
paring conditions now with those in the last war, ar 
pleased with one phase of rationing. There will no 
have to be any deflating of prices in their stocks, # 
there was in the last war, causing heavy financial losses 

They have not gone up—so they won’t have to come 
down. 


SH locus 


EXCESSIVE demand for shoes in general continues 
unabated. St. Louis specialty plants are booked up 
through December, while the general line houses have 
heavy back-order files, some of which may never be 
filled. 

Manufacturers here view with concern the gradual 
diminishing retail inventories of quality shoes, and the 
badly unbalanced condition of merchants’ stocks as to 
type and grade. What’s more this situation promises 
to get worse. 

Time was when a dealer could come to market and 
buy a “lot” of shoes to fill in, but no more. The floor 
stocks of wholesalers and jobbers have reached their 
lowest point in years. Stock departments are literally 
cleaned out. 

For two seasons dealers visiting St. Louis have been 
frantic in their efforts to buy shoes. First to avoid 
selling themselves out of business, and second to replace 
types, grades and sizes. When they discover the real 
shortage of shoes, many have been prone to take any- 
thing just to get something. 

However, in the last few weeks a new note, or a 
change in attitude has been detected by manufacturers 
here; it is a note of caution. Some dealers are now be- 
ginning to take a stand as to grades and types, and are 
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buying ofily what they actually need to balance out 
their stocks. There is a let up in the speculative angle. 
Such a change probably reflects a growing conviction 
that it is better to do less business and not be caught 
with unsalable shoes in case the war should end sué- 
denly. During the summer many smaller retailers are 
reported to have simply closed up shop and gone on4 
two weeks vacation. Being short of help, short o 
shoes and long on cash, it was their best move. 

St. Louis manufacturers have urged dealers to con 
serve their stocks in every way possible. They have 
pointed out to them that in the face of a real drop in 
shoe production for civilian use, their stocks are cer- 
tain to become unbalanced and progressively ineffective. 
One prominent manufacturer here maintains operating 
figures on a large group of family type shoe stores. 
This concern has given careful study to the subject of 
inventory effectiveness. As of June 30th, these figures 
show a 32% increase in aggregate sales for the six 
months as against last year. By types or kinds the fol 
lowing gains were shown: Men’s dress shoes 20.9%, 
Men’s work shoes 30%, Boys’ and Youths’ 37.9%, 
Women’s 33.4%, Growing Girls’ 38%, Children’s 
49.1%. Note the heavy gains in sales of Boys’, Growing 

[TURN TO PAGE 74, PLEASE] 
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That’s what we're telling them in “Esquire” 
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Sales of Independent Shoe Stores 
July, 1943 


Department of Commerce, Bureau of the Census Current 
Statistical Service 





a———— Dollar Sales 
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Number Per Cent Change 
of r A 
Firms July,'’43 July,’43 
Report- v8. v8. July, 
States by Regions ing July,’42 June,’43 19438 
MED ot ccecds 559 1 48 $3,109,757 
New England ...... 6y 10 49 323,762 
mM. By @& Vb... i OE - eA 
ESSE © de ene? > Ge EE. a oe'e 
RR 53 cies ‘tae er 
Massachusetts ..... 40 6 ~51 159,712 
Rhode Island ..... 7 -20 42 65,835 
Connecticut ....... 12 15 -52 63,308 
Middle Atlantic ..... 39 5 51 294,599 
New York ........ ++ ee ee 7 Oe gee 
New Jersey ...... ds Te ete, S| es 
Pennsylvania ..... 39 5 ~51 294,509 
East North Central... 161 5 54 675,242 
MA. 250 puaiies uuad 23 2 54 135,599 
Indiana .......... 78 7 55 121,366 
Se RR Shite 31 10 5s 111,149 
Michigan ......... 38 - 3 54 161,744 
Wisconsin ........ 41 5 51 145,384 
West North Central. 64 ot) -51 218,525 
Minnesota ........ aa ae neat) Si +) 6 ee 
DD “eeebceaces o's 27 14 53 92,161 
Missouri .......... 22 2 1 63,418 
TT ge Se ke 
South Dakota ..... caw 
* Nebraska ......... ” ' 40 43,812 
Kansas ........... of eee eee CR pei - 
Seuth Atlantic ..... 15 li 47 85,847 
Delaware ......... a pieced sae ass wepeed 
Maryland ......... * een oad Feels >)’ Toeubet 
Dist. of Columbia. .. et des Gee > cata dak « 
Virginia ......... J fiat o> : 
West Virginia .... 
North Carolina 
South Carolina 
oS ae ik? er a Pe ae 
OUND: bn tes ¢ eke . 
East South Central. . 7 + 4 48 73,464 
Kentucky ......... P ye Ties ieee 
tate ee, Se ee ee 
Alabama ......... 7 + 4 48 73,464 
ere PMR cies gag we 
West Seuth Central. 27 + 2 49 168,046 
Arkansas ....... ° * oie a 4 - 
Louisiana ........ 
Oklahoma ...... * a a aaa y 
WOM ea kuatecacs< 14 bos 50 127,195 
BRO < Si dcieas<s 35 7 38 180,102 
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OS See ° 
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Washington ...... 27 8 4% 183.896 
a 15 +25 27 114,209 
California ........ 100 + 9 -43 792,155 
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Los ‘Angeles, Cal. .. 25 + 8 46 135,579 
Portland, Ore. ..... 7 35 40 57,174 
St. TUS orn ce ee x -& 57 26,528 
San Francisco ...... 19 +7 -35 225.688 
Seattle, Wash. ...... 7 ~10 -39 82,995 





* Insufficient data. # Less than 0.5 per cent. 





The Editor’s Outlook 
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insofar as the home front is concerned. We are coming 
into the period of acute manpower shortage. Even 
though in our opinion the fitting stool can be an impor- 
tant battle station, the fact still remains that men within 
the war ages are needed—first for the Army, Navy and 
Coast guard; second for war materials production: 


third for food and farming and what's left will sit on 
the anxious seat. 

You can’t sell shoes to today’s public as you sell 
packaged goods—because the public wants service and 
selection and size and that’s your clerk-power problem, 
When some men’s shoe stores are employing women 
clerks, you are beginning to read the signs of manpower 
shortage plus. 

But with all this, you as a merchant are the recipient 
of the finest brand of good will that has ever been di- 
rected at store keepers. The public is kind, courteous 
and considerate. It will carry packages. It will wait 
for shoes; it will do anything and everything to please 
you. What a strange and amazing world we are in 
wher? the power of the purchaser melts into a kindly 
smile and a deep consideration of your situation as a 
shop keeper. It is almost too good to be true but we 
are learning one great lesson—that we hope will stick 
after this war is over; and that is: You don’t have to 
kiss and coddle the customer with all the soft, sticky 
service that you thought necessary to coax the dollar 
your way. This new customer wants a square deal and 
truth at the fitting stool. The old time “snoot and 
snob” attitude is gone. It’s a healthy sign and we hope 
a continuing promise of the dignity of retailing. 


St. Louis Market Review 
[CONTINUED FROM PAGE 72] 


Girls’ and Children’s shoes. This same group of stores 
as of June 30th had on hand fewer pairs of shoes as 
follows: Men’s dress shoes 23.9%, Men’s work shoes 
19.6%, Boys’ and Youths’ 16‘7, Women’s 5.8%, Grow- 
ing Girls’ 17.5%, Children’s 20.7(7. Obviously the in- 
crease in sales had eaten into their stocks, broken siz 
runs on many styles and thus reduced the effectiveness 
of remaining inventory. 

Another point brought out in these studies is the fact 
that quality is being used up; that is, due to war con- 
ditions dealers are unable to replace their stocks with 
the same quality as in normal times. It is further found 
that the average value per unit in this group of shoes 
is going down, and that the cost per pair is also going 
down. This condition is largely accounted for by the 
growing volume of low price non-rationed shoes for 
women. Note above that women’s shoes stocks were 
off less than 6%. 

Retail inventories improved during July because 
dealers received early shipments of fall shoes and also 
because sales slowed down some. But this improvement 
is not considered to be lasting or to indicate a change ia 
trend for betterment. 

Inventory effectiveness has dropped due to an un 
balanced condition in types and a lowering of quality. 
Lowered effectiveness means lower sales. 

That summarizes the situation as seen from this mar- 
ket. It is a confused and constantly changing picture, 
but such is to be expected under wartime conditions 
and the trade here is endeavoring to meet each new 
problem as it arises. 
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FULL TYPE 


There 4 Only One Way 
lo Sree a Shoe 


That is the Miller way. The all-wood V tree is an adaptation of the regular 
full type Miller style with the exception of metal parts which are replaced 
with strong parts of wood. Easily adjusted, the V tree will hold the shoe 
firmly, keep the insole from curling or bunching and permit the shoe to dry 
in a normal manner. 


Finished in Walnut Stain — made in all sizes 
and widths corresponding to men’s shoe sizes. 


ope lyde Laces 


The rugged lace for all year around wear. Sturdy, flexible and especially 
finished so that dampness will not penetrate. Cordo-Hyde Laces once 
tied never come untied. 





Ask to have your shoes equipped with Cordo-Hyde Laces. They add that 
extra selling plus, 


Branch of United Shoe Machinery Corporation 




















O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. Hi 
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Timing Off the Beam 


[CONTINUED FROM PAGE 32] 


together with manpower and 


pping difficulties, sizing up for an 
ber buying spree will not be so 


And what would the average store | 


yeorder for this probable buying rush? 
Not the same identical opened-up styles 
for women they have shown since June. 
“Some manufacturers made their Fall 


‘uedes for this early delivery more 


‘closed up and more “Fallish” than 
usual, and many suede styles now sell 
the year ’round, notably the D’Orsay 
and seamless operas. What leathers, 
what materials, are available in ample 
enough supplies to take care of an 
enormous re-order business? So what 
should stores do to take care of their 
trade directly following the expiration 
of No. 18? 

Very definitely they should have 
ample stocks of what Winter weight 
men’s shoes and boys’ shoes they can 
obtain. Heavy welts and Winter weight 
walking shoes for women should be 
included in stocks of course. 

And the slippers, (unrationed) and 
the Winter sports shoes, (rationed) 
and the overshoes, they have always 
had. But Boot & SHOE RECORDER sug- 


gests now, and stresses the point in | 
advance, of the strong possibility that | 


Spring styles may be needed earlier 
than ever. 

It is far from realistic, except in 
certain Southern and Coast sections, 
to sell Spring shoes in November. It 
is certainly not patriotic to stock up 
heavily (if you are a retailer) on 
Spring stocks in October and Novem- 
ber. And it is just as unpatriotic (for 
customers) to buy more than they 
need, which is what they may be do- 
ing, if Spring shoes are shown early 
in November. 

But the stores are caught on the 
horns of this dilemma. Be without 
stocks of Spring shoes when the new 
ration coupon becomes effective and 
thus follow the spirit of the recom- 
mendations governing store promotions 
as suggested by Mr. Whiteside and 
Mr. Nelson. Or act without benefit of 
unwritten rules, and buy heavily now 
80 you can have adequate stocks of 
early Spring shoes early in November. 

It would seem reasonable to assume 
that most people in this country will 
be provided with plenty of shoes, enough 
shoes to give them Winter protection, 
come November. But it is not reason- 
able to assume that most people act 
reasonably when they have that little 
shoe ration coupon left in the book. 
Human nature being what it is, store 
stocks are liable to be badly depleted 
by the sales made to. last-minute 
Stampeders October 31 (which comes 
oa Sunday). And so, from a prac- 
tical standpoint, store stocks might 
Well’ include adequate size runs on 

t leathers, gabardines, men’s 
g browns and children’s low cuts, 
tome November 1. 
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A satisfied wearer wrote the following in praise of Health 
Spot Shoes: 


"I have been wearing your shoes for the 
past several years. Before that time I 
was wearing the so-called arch support 
shoes. Since wearing your Health Spot 
Shoes I have been free from trouble with 
my feet and back. My posture has even 
been better. If there was ever a time 
men and women should be wearing your 
shoes it is right now when everyone is 


geared to top speed in productions and » 


other defense work; also Air Wardens 
and Auxiliary Police work at which time 
one is required to be on their feet for 
hours at a time. 


I have outfitted my family with your 
shoes and am saving money by it." 


We are proud of the thousands upon thousands of letters 
in our files, sent in by customers from all parts of the 
country, expressing sincere and grateful thanks for the 
comfort and pleasure Health Spot Shoes have given them. 


These letters are genuine evidence that Health Spot Shoes 
are giving a good performance. More than that, they 
prove the merit of the unique Health Spot contruction, 
the purpose of which is to 


(a) maintain the foot comfortably in its normal 
posture without permitting inrolling 


(b) to afford strong support for the outer arch 


(c) provide needed metatarsal support. 


MUSEBECK SHOE COMPANY 


Danville, Illinois 


























Evening Styles 


[CONTINUED FROM PAGE 34] 


tured here. Ultra-smart is the un- 
trimmed shoe . . . a d’Orsay, a sling 
pump or a sandal with anklet strap. 
Perforations for trimming are newer 
looking than bows and throat orna- 
ments. These, however, continue to be 
very popular. Some leading style 
stores are doing good business selling 
these ornaments separately with un- 
trimmed pumps. The ornaments, usually 
of fabric, make a nice tie-up with the 
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dress which may be of the same fabric. 
Forbidding the making of leather bows 
has not discouraged the bow makers 
one whit; in fact, they are making 
more bows and ornaments than ever 
and more are being bought to trim up 
a shoe that is beginning to look a little 
stale. And speaking of matching bows 
to dress materials, don’t forget all the 
pretty fabric handbags for daytime and 
evening wear. A faille bag—very small 
is the style for evening—matched to a 
faille ornament on a suede shoe is an 
attractive coordination idea to play up. 





He Makes Slippers for 
Fighting Men 
[CONTINUED FROM PAGE 38} 


toil-battered truck. Every year for the 
past ten years he has had made from 
donated scrap material, most of which 
he collects himself, some 20,000 toys per 
season for the children of the poor at 
Christmas. 

Mr. Hertel began the work of many. 
facturing bedroom slippers for the 
armed forces with local material and 
donated funds, but soon the demand 
and the task became so great that he 
was forced to call for raw material 
from nearly every State in the Union, 
until now it is rightfully a National 
War Project. The Elks National War 
Commission, a commission formed te 
unite Elkdom throughout the country 
in an all-out war effort, has set up a 
war fund to be used for the steno 
graphic, express, and postage expenses 
relative to the slipper work, expenses 
that have run into goodly sums because 
of the national scope and extent of this 
project. 

Scrap material such as cuttings from 
mattress and awning factories and up- 
holstering firms, pieces of felt, old rugs, 
carpets, leather, leatherette, oil cloth, 
draperies, linens, and cast-off clothing, 
are shipped, mailed, or trucked in from 
generous individuals and Elks Lodges 
from all parts of the country for the 
manufacture of the slippers. Eleven 
dry cleaning establishments and four- 
teen laundries in the city of Columbus 
contribute their services to the cleaning 
and sterilizing of this enormous flow of 
scrap material. 

The slippers are manufactured at the 
Ohio State Penitentiary by the inmates 
under the supervision of Warden Frank 
Henderson, through the auspices of the 
Elks under the direction of Mr. Hertel. 
The prisoners are proud of their work 
and each considers it his personal con- 
tribution to the war effort. 


That this is truly a helpful and ap- 
preciated endeavor is reflected in many 
letters of grateful acknowledgment 
from the commandants of the posts, of 
which the following is typical: “Our job 
is being made much easier by the loy- 
alty of the civilian population to the 
men in the Army, and by such acts of 
thoughtfulness as displayed by your or- 
ganization in sending these slippers to 
our convalescent soldiers.” Another: 
“We also wish to express for the pa 
tients at this time their thanks for 
your thoughtfulness of their comfort 
in this and other Army hospitals. They 
deeply appreciate all that is done for 
them.” 


This extensive manufacturing project, 
born of a tenacious man of vision and 
courage, and promoted and managed by 
him is an industry without profit; that 
is, without financial return. The only 
return sought is the conservation of 
material and morale for members of 
our armed forces, not to be measured 
by any monetary yardstick. 
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Rationing Sound; 
Enforcement Weak 


Howard V. Stephens Also Believes 
Some M217 Provisions Encour- 
age Waste in Manufacturing 


St. Louis—In response to a request 
which Boot AND SHOE RECORDER re- 
cently addressed to a number of 
shoe manufacturers for an _  ex- 
pression of their opinions regarding 
shoe rationing, Howard V. Stephens, 


HOWARD V. STEPHENS 


president of 
Shinkle Shoe Co., has given the RE- 
CORDER a statement which is of special 
interest and importance, not only be- 
cause of his prominence in the shoe in- 
dustry, but also because Mr. Stephens 
is recognized as a profound student of 
economic and political problems. In 
his statement to the RECORDER Mr. 
Stephens said: 

“I am of the opinion that the funda- 
mental principles of shoe rationing are 
sonnd, inasmuch as it is a brake upon 
inflation. It could be materially im- 
proved, however, by much stricter en- 
forcement, and it could be improved by 
eliminating some provisions of M-217 
which encourage wasteful practices in 
the manufacturing of shoes. Scrap is 
being thrown away every day which 
could be utilized in small leather bows, 
eliminating the necessity of the pur- 
chase of other material for those bows. 
The objection has been raised that some 
Manufacturers would cut bows out of 
full skins of leather, but this could 
easily be overcome by limiting the size 
of the bow and by more rigid enforce- 
ment of the law. 

“I believe that the lifting of shoe 
Tationing would not be of benefit to 
anyone at the moment. The shoe in- 
dustry has been declared an essential 
industry and, that being the case, it 
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Johnson-Stephens & 


should be necessary to ration shoes. If 
we believe that we must eventually feed 
and clothe the people of the conquered 
countries, then surely the shoe industry 
and its many skilled workers will be 
of utmost importance in accomplishing 
this end. 

“One of our big troubles in our war 
effort, has been changing from one 
plan to another before the first plan 
is working efficiently; and to make any 
change in shoe rationing at the present 
time—other than to step up its enforce- 
ment—would in my opinion be a mis- 
take. There is now considerable talk 










as you know that certain ones within 
the government are making a deter- 
mined effort to standardize shoes. This 
would be a serious mistake, I believe. 
lt is unnecessary, impractical and not 


economical. Those on our home front 
who are attempting to do their best in 
our war effort would not relish such 
a plan, and I fear it would tend to 


break down morale rather than 
strengthen it. 
“The public today is not properly 


reacting to many of the programs put 
forth by impractical persons, as is defi- 
[TURN TO PAGE 82, PLEASE] 
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Build Good Will 
With Souvenirs 
[CONTINUED FROM PAGE 40] 


many children insist on going to Mar- 
ott’s for shoes. There are cases where 
children, now grown to manhood, bring 
their children to Marott’s because they 
yemember that they, too, were present- 
ed with some small toy when their foot- 
wear was purchased there. 

It’s an old method, but it is still a 
drawing card for Marott’s, and has 
been one for more than fifty years. 
Officials of the company attribute the 
growth of the department in large part 
to the distribution of these gifts. 

Up in Buffalo, Benjamin Etkin, pro- 
prietor of Baker’s Boog Shop, tells us 
that, as in the case of Marott’s, it was 
the love for children on the part of 
his wife and himself which caused them 
to spend a greater portion of their 
advertising budget for souvenirs. The 
store has been using this type of adver- 
tising over a period of twenty years. 
Mrs. Etkin favored spending whatever 
possible and whenever possible on the 
child customers for two major reasons: 
first, the children themselves were 
thrilled into never forgetting where 
their shoes were purchased; and sec- 
ond, the pleasure displayed by the 
parents made the practice more than 
worth while. 

Different items are bought to cover 
various age ranges; there are special 
toys for infants, children from two 
years to kindergarten age, school chil- 
dren up to nine or ten years old. Sep- 
arate items are purchased for boys and 
girls, or items which are acceptable to 
both. Older children are presented with 
§ articles which appeal to their tastes. 


iy 





Each child buying a pair of shoes 
knows he will get a gift or prize. If 
there are other children in the group 
who are not purchasing shoes they are 
not forgotten. Adult customers with 
children in the family are also given 
souvenirs to take home to the young- 
sters. 

As Mr. Etkin puts it, “It is impossi- 
ble to explain to you what friendship 
and good will develops from this sim- 
ple form of advertising. We feel it 
the most tangible in results and far 
More reaching in its ultimate effects 
than most newspaper ads, etc. Nothing 
can possibly give you the glow of feei- 
ing that overcomes you when you see 
the thrill of delight that overjoys a 
child with a toy. It is a glorifying ex- 
perience to see their little faces light 
up and then to see how proudly they 
carry that souvenir home. Even older 
children tell us that they have a veri- 
table collection of things accumulated 

us and how they still are enjoy- 

ing every toy animal, every book, every 

Pencil box, ete. We have even had col- 

lege students wearing our sport type 

enjoying some of these novel- 
fies in their rooms at school.” 

All of which speaks eloquently for 

te value of these souvenirs in keeping 

Me store’s name before the consuming 
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The SWING is to CUBOIDS! | 


The new principle of balance : 
achieved by 3-Way Fitting G utoid 
CUBOIDS are not Arch Supports. They Foot Balancers 


are not basement items. They are not Are nationally distribu 
| promoted by dramatic “blood and 9 ; 


bones" copy, and a list of symptoms. tores 


| 
| a 
WHAT ARE TT YA 


b F007 BALANCERS ? 


1. The newest way to foot relief and comfort by DENVER 
the proper distribution of weight and balance. 
SAN FRANCISCO 


| 2. Standard shoes fit your feet for (I) length and 
(b) width. But standard shoes cannot fit the OAKLAND 
bottoms of all feet, for feet differ. 


| 3. CUBOIDS fit the sole of your foot, thus fur- 















































ka Clothing 
OMAHA 
Auerba C 
SALT LAKE CITY 
Veinstock-I = < 
SACRAMENTO 


DENVER 
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OKLAHOMA CITY 


LOS ANGELES 


nishing the final touch needed to give foot bi 
relief and comfort. : LONG BEACH 
| Cuboids are lightweight, flexible, contain no PHOLNIE 


| metal and they are interchangeable in shoes for 
men, women and children. They retail for $5 and 
$6.50 a pair. og eel 


The SWING is to CUBOIDS EL PASO 


| Since the appearance of the list in the reverse cut at the ; HOUSTON 

| right on March 13th, the following stores, each a leader : 

| in its field, now has a successful Cuboid department. SAN ANTONIO 

PROFITS are increasing for these stores, and their sales- M 2 

| men stay happy, by extra Cuboid earnings. MINNEAPOLIS 
LOS ANGELES ..... . . J. W. Robinson Co. MILW AUKEE 
FRESNO .... . . . .« Rodder's Fine Footwear 

| PASADENA . . .. . . . « Ray Johnson's Shoes BURLINGTON 
OS ere a cb Mc Ne: 
CHICAGO .. . . . Lane Bryant and Mandel Bros. BOSTON 

| PHILADELPHIA ...... . . . Lone Bryant 


‘CHICAGO 
WASHINGTON, D 
The above listed new 
Cuboid accounts are 
just a few of the dozens 


of new stores now en- 
joying Cuboid profits. 


PHILADELPHIA , 


CINCINNATI 






Write for our standard 
dealer contract. Vice 
President McVickar is 
in the East and may 
be able to contact the 
larger, interested de- 
partment or shoe stores. 

















SHREVE! 





BURNS CUBOID COMPANY INC. 


P. O. Box 1743 e Santa Ana, California 
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are preparing NOW fer 


rour Post-War Problems 


business faces the problem of post-war reconversion. ... 
a problem that requires planning. 

lost-war FASHIONS in footwear will have a new meaning. . . . 
new feet to fit.... LASTS that must possess style combined 
‘with progressive consideration given to fitting qualities. Sterling 
‘been devoting itself to the development of post-war ideas; 
veying the industry and noting new and significant findings 
ha will definitely be reflected in new features in wood. 
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ed shoe manufacturers and retailers are cooperating with 


cus in this development. 
terlins urges all shoe manufacturers to prepare 


for post-war NOW 


i a 
/ y Ps a oun = P 
f CQ2i vO emott —“dshionerzs of Laits 


ST 27TH STREET, NEW YORK 


) ~ 


“VS 


LéwueT! 


) / 
inco/n Street 


4/UA 





LING LAST CORP 

















Rationing Sound; 
Enforcement Weak 
[CONTINUED FROM PAGE 79] 


nitely proved by the existence of black 
markets. If they felt that the restric. 
tions placed upon them were absolutely 
necessary to win the war, black mar. 
kets would disappear as they would 
have no customers to support them. 

“The public is only just now getting 
acquainted, so to speak, with the shoe 
rationing program, and any change, 
other than a stricter enforcement of 
the provisions of this rationing pro- 
gram would, in my opinion, tend to hurt 
rather than help.” 





S 
Displays Tell Story of 
Shoes and Clothes 


ROCHESTER, N. Y.—Attractive foot- 
wear had a conspicuous place in a 
smart display of college girls’ clothes 
shown on inanimate models at windows 
of the McCurdy & Company depart- 
ment store at Rochester, N. Y. The 
windows illustrated varied activities 
and the right kind of shoes and clothes 
to go with them. In each window was 
a different “Salute to a citizen . . . the 
college girl into career girl,” and the 
story went like this: 

“You'll delve into new fields to learn 
the ways of a challenging world,” was 
the warning in window 1 to the miss 
who looked thoughtfully at a fantastic 
world fashioned in paper. But, as she 
got on with the job and, attired ap 
propriately, was working with chalk at 
a blackboard, she was told: “You'll 
study . .. to take your place in the 
world tomorrow.” 

“It will not all be work at college,” 
she was reassured, for there in the next 
window, was a girl who might later be 
herself, wearing sturdy walking shoes, 
@ raccoon coat and woolen dress at 4 
football game. 

Back to work in the next window, 
clad in a trousered suit of blue—with 
pumps to match. 

“And, of course, there will always be 
romance,” was a message in the next 
window as a girl in evening gown an 
slippers looked up into the eyes of # 
Prince Charming (in Army officer's 
uniform). 

“Every hour of study pointed toward 
your goal,” was the final message & 
the girl in her private office, with desk 
and typewriter waiting. 


Will Reopen New York 
Showroom 


Los ANGELES, CAL._-Hans and Maria 
Springer will reopen the New York 
showroom of Cobblers, Inc., it has been 
announced. The Springers, who have 
been in California for most of the Sum- 
mer, expect to return to New York 
shortly. The showroom wil! reopen 
October 2nd. 

Cobblers will also have showrooms 
at the Palmer House, Chicago, during 
the National Shoe Fair in November 
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Lecal Shoe Man Honored 


CHARLOTTESVILLE, VA.—Presentation 
af a token of esteem, joint gift of the 
Retail Merchants’ Association in the late 
Chamber of Commerce and the Kiwanis 
Club, to William J. Keller, pioneer shoe 
merchant, featured the weekly meeting 
of the last named organization on the 
occasion of Mr. Keller’s 80th birthday, 
recently. 

Mr. Keller entered the shoe business 
at the age of 19, in partnership with 
the late Mark F. Roberts, and has con- 
tinued in the same business in the same 
location on East Main Street for over 
60 years. 

Mr. Roberts left the firm on Janu- 
ary 1, 1897, and since that date Mr. 
Keller has served as president of the 
frm, which has continued under the 
name of W. J. Keller & Co., Inc. 

In presenting the award to Mr. Kel- 
ler, Charles T. O’Neill, vice-president 
of the chamber, pointed out that the 
recipient had played an important part 
in developing the business interests of 
Charlottesville. He was active in the 
Retail Merchants’ Association’ in the 
20’s, and a member of its board of di- 
rectors for three terms; former head of 
the chamber, charter member of the 
Kiwanis Club and former member of 
the famous Monticello Guard, local 
military unit, of which his former part- 
ner in the shoe business was a captain. 





Nisley Manager Changes 

Fort WAYNE, INpD.—I. D. Lane, for- 
mer manager of a Nisley Shoe Store 
in Cleveland, Ohio, is taking the place 
of Jack Roosa in the Fort Wayne 
store. Mr. Roosa has been transferred 
to Cleveland. Mr. Lane has been with 
the Nisley organization for 16 years. 





Charles E. Meade 


RocHESTER, N. Y.—Funeral services 
for Charles E. Meade, 94, inventor of 
the seft soled shoe for babies and for 
many years a shoe manufacturer, was 
held here recently with many old 
friends from varied branches of the in- 
custry attending. 

Born in Mendon, N. Y., Mr. Meade’s 
parents later moved to Medina, where 
he secured a position clerking in a 
store when a young man. Next he went 
on the road for Williams & Hoyt shoe 
factory here, selling children’s shoes, 
and it was while in this position that 
he got the idea of a baby’s shoe with 
a sheepskin sole. 

After he made the first pair his firm 
began their production—and so did a 
lot of other shoe factories, for he did 
hot get them patented. They were im- 
mediately popular, and millions have 
since been sold. Opening a shoe factory 
in Lake Avenue, he made them along 
with others. 

Charles Elmer Meade and James 
Arthur Meade, his sons, become associ- 
ated with him in the business, which he 
continued until retiring 20 years ago. 
He leaves a daughter, three grandchil- 
dren and five great-grandchildren. 
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Every Step She Cakes 
isa Healthful One in 


MRS. DAY’S IDEAL BABY SHOES 


THE foot health of a large part of our infant 
population is entrusted to Mrs. Day's Ideal Baby 
Shoes every year. Most of these babies stay 
with Mrs. Day until they reach their third or 
fourth years. Dealers find this repeat business 
well worth their most careful cultivation. And 
they find that it can be accomplished chiefly by 


painstaking fitting of every pair. For both the 
child's mother and the dealer know that Mrs. 
Day's quality is unsurpassed. Her nationwide 


reputation is the result of years of research and 
a constant effort to find better materials and 
ways to build shoes for baby feet. With this 
knowledge her staff have produced the safest 
foot covering a child could possibly wear. And 
her dealers have found satisfaction in selling 
them. 











ne ears 


STORE 
FRONTS 








Stephenson Addresses Chicago Shoe Men 


CHICAGO—With about 100 shoe men 
in attendance, the Greater Chicago 
Shoe Retailers’ Association held a 
luncheon meeting September 7 at the 
Hotel Morrison, with W. W. Stephen- 
son, Shoe Rationing Executive of OPA 
as the principal speaker. He clarified 
many points and orders which have 
been puzzling shoe retailers. 

Also seated at the speakers’ table, 
which was presided over by Carl Burg- 
stahler, of F. E. Foster Shoe Co., were: 
George E. Gayou, manager of the Na- 
tional Shoe Fair; Charles Lanchantin 
of Hanan & Son; Arthur Clark, of 
Chas. Stevens & Son; Reuben Metz of 
the Metz Shoe Co.; Seymour Shane, 
regional shoe rationing chief; George 
Albright, metropolitan shoe rationing 
chief; Harold Quimby assistant to Ex- 
ecutive Stephenson. 

Mr. Stephenson paid tribute to all 
retail shoe men by saying that it has 
only been through the whole-hearted 
cooperation and ingenuity of them that 
the shoe rationing program has become 
effective and its many initial problems 
solved. He gave as statistics the fact 
that approximately 40 million pairs of 
shoes are available each month. Of 


these 9 millions comprise -house slippers 
and non-rationed shoes; 5% millions fill 
military needs and export; 25% mil- 
lions are for civilian needs. 

Since leathers of all kinds are defin- 
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itely on the -critical list, the speaker 
urged that shoe sellers should not 
encourage civilians to use all their 
stamps, nor to try to get an increase 
in their stamp allotment. Selling the 
maximum amount of available stocks, 
he said, will not increase production, 
which is hampered by lack of materials. 
Government agencies, Mr. Stephenson 
said, are making every effort possible 
to increase production. However, with 
sole leather scarce since February 1, 
there has also been a greater shrinkage 
in the stocks of this since that time. 
Reclaimed and synthetic rubbers are 
available but limited man power and 
lack of molds combine to create a seri- 
ous bottleneck. Since upper leathers, 
too are scarce the government agencies 
urge the use by manufacturers of fab- 
rics and all possible substitutes. In- 
ventories of leather stocks at tanneries 
and at manufacturers are very low— 
many of them approaching the vanish- 
ing point. Buyers, he said, must ad- 
just their buying habiis te the pur- 
chase of available types. 

Mr. Stephenson asked: “What is 
meant by quality?” He said there is 
still sufficient quality footwear avail- 
able if one realizes that quality should 
mean wearability and service inherent 
in a pair of shoes. Some eye appeal 
may have been lost by the replacement 
of synthetic soles, but in most instances 











this has not impaired the basic quality 
of the shoe. 

Mr. Stephenson remarked on the in- 
creased allotment on the manufacture 
of misses’, children’s and boys’ shoes, 
and said that the near future will see 
favorable results of this. He empha- 
sized the fact that misfitting shoes 
(for the sake of making a sale) wastes 
the shoe since it will be not only very 
quickly unuseable but may also prove 
injurious to the wearer. Children, he 
said, are not limited to three pairs of 
shoes per year because stamps are 
issued on a group basis, thus are in- 
terchangeable among members of the 
family. This factor was one of the 
chief reasons for the OPA to decide 
upon the unit system of rationing 
rather than the point system. The unit 
system has proved the simplest, the 
most workable, the fairest to all con- 
cerned. Shoe rationing has done little 
injury to anyone, whether consumer or 
manufacturer. It has equalized the 
“spread” of available materials, made 
for an even distribution to all. 

Following Mr. Stephenson’s talk, his 
assistant, Harold Quimby spoke briefly, 
pointing out that the shoe rationing 
had had three distinct periods: the first 
was Confusion, which was the first two 
months following February first; the 
second was Adjustment, and now we 
are in the third: Consolidation where 
there is a more thorough understand- 
ing of the program of the rationing 

[TURN TO PAGE 98, PLEASE] 
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—_ A lot of feet 
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‘en 262 million of them in U. S. A. alone! 
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irs of 

a Piaced end to end they would make a line more 

‘2 than 38,000 miles long—over once and a half 

— around the globe at the equator. Think of the 
i OP : amount of Upper Leather and Sole Leather it takes 

dhe to make shoes for these feet. 

. Today, millons of humans walk, work, and play, 
— in comfort because their shoes have been made over 

+ lasts designed and produced our way. 

2 

a UNITED LAST COMPANY 
at ‘‘Fit- Foremost Lasts”’ 


ASE] 140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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WINDOW ELEVATION UNITS imitation 
for Shoe and Accessory Displays red 
: No. D- = Sculptured scrolls. 9” high, 10” long, and 6” wide. Can be entirely i 
i used singly, or in pairs to support glass. An excellent display item for eral pro 
‘ shoe == Finished in soft white for womens wear, or Statuary available 
‘ Bronze for mens wear. 
; White Finish Prices do not Bronze Finish — 
1 $545 per pair include glass $625 per pair pee 
| Write for latest literature and list of Authorized 
: Darling Distributors located in all principal cities . SHO! 
\, L. A. Darling Co., Bronson, Michigan. (New York 
f Office, 735 Marbridge Building.) . 
- 148-7 Mo 
M2 ..... 
MARBRIDGE BUILDING j#-: 
wa ..... 
4 pl | 47 West 34th Street 1328 Broadway Som 
D 
The Name To Think O FIRST In Display| New York oo. 
pressures 
’ ume leve 
; i y j inable 1 
Washin on by OPA in Amendment 2 to Ration Order 6A. The taina 
et amendment also releases from rationing certain kinds ola 
[CONTINUED FROM PAGE 59] of rubber boots useful in farming and similar work, but § jitions, | 
valid ration currency and this provision remains un- "° longer being manufactured for general use. In. _: 
changed. creased allocations of rubber by WPB permit OPA to aan oven 
Many dealers, however, have been uncertain of their make the changes. ; in some it 
responsibilities in cases where they had placed special Consumers are made eligible for ration certificates reasonab! 
’ : ; . 4 for below-the-knee light-weight boots if they need them ff “ent les 
orders and were able to deliver the shoes but found ° : —- g [= basic foot 
the customer unwilling to accept them. Similar difi- '™ their work, regardless of whether or not their work quality 
culties developed over the matter of “lay-aways” when deemed “essential.” Type 4 boots contain consider- cana 
the merchandise was available but customers failed to ably less crude rubber than other rationed types and it aed ev 
complete payments, did not want the shoes, and de- ‘ "°” possible to increase production and make these ply plagu 
manded return of ration currency boots available to consumers under broader eligibility the retail 
ne : The i 
The amendment also authorizes shoe suppliers to "°4¥#rements. = ee 
make ration refunds to other shoe dealers if the sup- Employers are now permitted to obtain rubber foot- condition: 
pliers do not fill orders and the dealer who ordered 4? ' furnish to employees who are eligible users. + ll 
. > " ; rm 
the shoes requests a refund of ration currency. Mem- ‘°Y®" though the employers have not customarily fur- wens th 
bers of the shoe trade have been following this cus- nished such footwear. the poten 
tomary practice and it is now being specifically author- All olive drab, clay or khaki colored rubber boots, all by tanner 
: : . , ; over-the-shoe rubber boots and all lightweight ankle- tailers wi 
ized by the ration order. Suppliers who have ration °** ‘ 8 8 Shows af 
bank accounts may make refunds by ration check and htting rubber boots which depend upon stretch at the cal stride 
those without accounts may refund ration currency. ankle for fitting, are released from rationing under ceasity w 
See the amendment. These boots, usually light in weight. with a 
tested le: 
— Each dealer having in stock any rubber footwear types of 3 
Eligibility for Rubber Boots Extended released from rationing is required to attach to his and kid 
RELAXATION of the regulations governing rationing inventory form a statement of the number of pairs of bo aaged 
of below-the-knee light-weight rubber boots, OPA Type each type released and to send a copy of the statement anything 
4, to extend their availability to persons whose occupa- to his OPA district office. This must be done before mown b 
tions are not classed as “essential.” was accomplished the dealer sells any such rubber footwear ration-free. 
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total of all leather now flowing 
into military supply lines and being 
sipped abroad under Lend-Lease is 
gifficient to meet the normal peacetime 
needs of almost 40,000,000 consumers. 
The latter fact provides an explanation 
that requires no emphasis. It makes 
dear why supplies are inadequate even 
though tannery operations are current- 
ly still above pre-war levels. 

Shortage and scarcity cannot be 
ginsaid, but these are relative and in 
the broad perspective of the industry 
the positive facts of supply deserve 
qual emphasis. There are definite 
jmitations upon the supply of every 
material, yet within these limitations 
ai materials are still available. It is 
entirely inaccurate to assume as a gen- 
eal proposition that leather is not 
available for vital consumer require- 
ments. For the most important of 

needs, that is, footwear, the facts 
f production are indubitable: 
a 


SHOE PRODUCTION (000 PAIRS) 


For For 
Total Gov't Civilian 
1M8—7 Mos. (Pre) 269,655 28,415 241,240 
MEd oecccoctsee 483,870 40,875 442,995 
DE cccoesccccce 498,382 15,285 483,097 
eee . 404,151 eeee 404,151 
Pcs bccocecce 424,136 424,136 


Whether and how soon the broad sup- 
ply picture will improve is unpredict- 
able since it is subject to the changing 
pressures of world conflict. If the vol- 
ume levels of 1942 or 1941 are unat- 
tainable the industry must make every 
effort to chart a realistic basis for oper- 
ations under existent and potential con- 
ditions. .The psychology of scarcity 
must be supplemented by the knowledge 
that at least minimum supplies of al- 
most every leather are predictable, and 
in some instances enlarged supplies can 
reasonably be expected. There is suf- 
feient leather to produce the country’s 
basic footwear in models and ranges of 
qality which embody the standards 
achieved over many years. Such stand- 
ards cannot and must not be compro- 
mised even though limitations of sup- 
ply plague the manufacturer and worry 
the retailer. 

The industry is now at the tightest 
and toughest part of its war journey; 
conditions are more likely to improve 
than to worsen. It is possible that the 
turning point will come sooner than 
seems likely at present. When it comes 
the potentialities that can be exploited 
by tanners, shoe manufacturers and re- 

will be immense. At the Leather 
Shows after the war, the great techni- 
tal strides stimulated by military ne- 
tessity will be reflected in new leathers 
with qualities even surpassing the 
“sted leathers of former years. All 
of raw material, cattle, calf, goat 

and kid as well as the exotic upper 
will then be available in a 

Tange of utility and beauty surpassing 
shoe manufacturers have 


known before. 
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Dewey & Almy Win “E” Award 





Photographed at presentation of Army-Navy “E" award to Dewey & Almy Chemi- 
cal Company, Cambridge, Mass., left to right: Bradley Dewey, President of the 
company; Maj. Gen. Clifford L. Corbin, QMC, Rear Admiral Earle W. Mills, U.S.N. 


CAMBRIDGE, MAss.—Dewey & Almy 
Chemical Company was the recipient, 
recently, of the coveted Army-Navy 
“E” Award, at presentation ceremonies 
held here. Dr. Karl T. Compton, pres- 
ident, Massachuestts Institute of Tech- 
nology, acted as master of ceremonies. 
Greetings from the Commonwealth of 
Massachuestts were offered by his Ex- 
cellency, Leverett Saltonstall, Gover- 
nor. 

The award was presented by Major 
General Clifford L. Corbin, Quarter- 
master.Corps, U. S. Army, Director of 
Procurement, Office of the Quarter- 
master General. Bradley Dewey, pres- 
ident of Dewey & Almy, accepted the 
award, and the “E” Flag was raised by 
the color guard of the 181st Infantry. 
“E” pins were presented to the company 
employees by Rear Admiral Earle W. 
Mills, U. S. Navy and Staff Sergeant 
George E. Williams, Air Corps, U. S. 
Army, representing the armed forces 
overseas. Lawrence J. Melia, Elsie M. 
Campbell and Arthur Leydon accepted 
the pins for the employees. 

Distinguished guests other than those 
mentioned above who attended the cere- 
monies were: Maj. Gen. Willian N. 
Porter, Chief Chemical Warfare Ser- 
vice; Col. S. I. Zeidner, Commanding 
Officer, Boston Quartermaster Depot; 
Col. Georges Doriot, Research and De- 
velopment, Office of the Quartermaster 
General; Lt. Col. F. W. Webbley, Bos- 
ton Quartermaster Depot; Lt. Col. 
G. W. Conner, Commandant, Army Sup- 
ply Officers’ Training School, Harvard; 
Capt. John J. Hyland, Inspector of 
Naval Material, First Naval District; 
Lt. Com. C. C. Pyne, First Naval Dis- 
trict; Lt. Com. J. F. Morgan, Public 





Relations Officer, First Naval District; 
Col. John B. Atkinson, City Manager, 
Cambridge, Mass.; John J. Murphy, 
New England Regional Director, Amer- 
ican Federation of Labor. 


Retailers Aid Bond Drive 

SEATTLE, WASH.—As America’s third 
great Victory Loan Drive began, early 
in September, war bond purchase ap- 
peals were not lacking among leading 
shoe advertisements, such as that of 
the Harry Perkins shoe shop in Best’s 
apparel store. As a footnote to his shoe 
ads there is always subjoined the in- 
junction to buy more war bonds, and 
such gentle inquiries as, “Are You Do- 
ing Your Share?” 

Brought to the front of its shoe de- 
partment on the main floor recently 
were leading players in an Under-the- 
Stars operetta group of singers from 
Canada to entertain shoe customers and 
store patrons of Frederick & Nelson, 
Seattle unit of Marshall Field & Co. 
Main purpose was to build store-traffic 
tc the bulging point—which it did—to 
help sell war bonds at its Victory Post, 
near the shoe department — which it 
also did. Leading players of “The 
Desert Song” and “Firefly” from the 
theatre nearby sang their favorite num- 
bers before a store audience and urged 
the buying of bonds. 


Adds Groves Line 


CuicaGco, Int.—Harry A. Anderson, 
who has carried the line of the Simplex 
Shoe Mfg. Co. of Milwaukee for the 
past 12 years, has, in addition, taken 
on Groves’ shoes for the states of Ne- 
braska and Iowa. Mr. Anderson has 
something of a record, having covered 
Iowa for 56 years. 
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ATLANTA 
WARTIME CONFERENCE 
AND SHOE MARKET WEEK 


SPONSORED BY 
National manufacturers 
Southeastern salesmen 
and Shoe Retailers 


OCTOBER 
4-5:-6-7 

* 
HENRY GRADY HOTEL... ATLANTA 


SOUTHEASTERN 


SHOE TRAVELERS 








a. The program will be highlighted by an authorita- 
tive Washington speaker, Oct. 5th. 




























make customers beat 
a path to your store 


e Plan to remodel with a new Pittco 
Store Front either now, if you can 
comply with federal regulations, or 
later, when building restrictions are 
lifted. Write us for free book and 
complete information. Pittsburgh 
Plate Glass Co., 2284-3 Grant Bidg., 
Pittsburgh, Pennsylvania. 










PITTSBURGH PLATE GLASS COMPANY 
‘PiTTsBURGH stands for Zualiy Glass and hint 











Signing the First Child Foot Health Law 





Boston, Mass.—Governor Leverett Saltonstall of Massachusetts signs the first 
bill making foot examination an integral part of the physical examination given 
public school children throughout the state. Left to right: Fred Hutchinson, Lyon, 
House Chairman of the Committee on Education; Hon. Rudolph King, Speaker of 
the House of Representatives; Jarvis Hunt, President of the State Senate: Rep. 
Lawrence Walsh; Sen. Edward Rowe, Senate Chairman of the Committee on Educa- 
cetion; Hon. Charles G. Miles, M.D., who was responsible for the enactment of the 
bill; Dr. Joseph Lelyveld, who backed and introduced the bill; Dr. Harry P. Kenison, 


who advocated the bill, and Gov. Saltonstall. 
















Colorful Collection 
At Delman 


New YorK—The Fall collection 
shown recently to the press at De- 
man’s Bergdorf Goodman Salon wa 
colorful and varied. Sturdy unlined 
calfskin shoes, strictly tailored type, 
a Service oxford and a classic pum 
with popular mannish extended sd 
were among the popular daytime 
medels. Lizards.in a variety of colors, 
made from skins on-hand, featured 
wine, green, red, blue, brown and black. 
Bronze lizard shoes were new and it- 
teresting. 

Important shoes for wear with the 
— short dinner dresses were the fine suet 
pumps and sandals, featuring orm 
ments in faille or satin, many in com 
bination with finely cut jet trimmings 
Flower trimmings in bright contrast 
colors highlighted a group in the dinner 
shoes. Pumps with buckles of ste 
beads or cut steel were ulso importatt 

latform soles and wedge heels wert 
noteworthy in the collection. The & 
trimmed d’Orsay pump is an outstane 





Two Sons in Service 
EmMAvs, Pa.—Albert S. Beers, son 
of Walter M. Beers, shoe retailer here, 


is now in the Army Air Force and is_ infantry band. 





stationed at Scott Field. This is the 
second son of Mr. Beers to enter ser- 
vice; his brother, Walter, Jr., is in an 





ing new shoe in the dressy suede. 
The show was largely attended } 
representatives of the New York dal 
press and fashion representatives 
magazines. 


Boot and Shoe Record 










keep 
leath 


Lt. | 


Fa 
F. De 
who © 
uncle, 
tende 
been 
Pacifi 
of the 
report 
by his 

Lier 
bombi 
trans 
decora 
Arthu 














Quality Standards Can 
Be Maintained 
[CONTINUED FROM PAGE 49] 





more quality raw materials may in 
time become available. 

Looking over the list of available 
leathers in women’s, girls’ and chil- 
dren’s shoes, we find a good assortment. 

Good calfskin can still be bought, al- 
eat though the quantities are expected, to 
be less than last year. Tanners feel, 
re however, that the amount of calfskin 

available for the coming year will be 
sufficient to keep up standards and 








ittco grades. The same can be equally well 
| can said of kidskin and goatskins, of which 
Ss, OF there will be sufficient stocks to consti- 
s are tute an important part of the total sup- 

and ply of leathers for civilian shoes. Kid- 
urgh skin and goatskin will provide a large 


proportion of the leathers for white 
shoes for which there is expected to be 
a big and early demand. Reptiles and 
sheepskin will also be permitted made in 
white. A surface of which we shall 
have more this year is the alligator 
grain on calf. This increase means, of 
course, some reduction in the amount 
of smooth calf that will be available. 
Alligator . . . both genuine and in 
prints . .. has become very popular in 
the past few years, both because it is 
an interesting surface and because 
shoes of alligator . . . as well as other 
PANY reptile skins . . . are adaptable to many 
; uses. All shoes that shine up well and 
Anined keep looking nice, including patent 
leather, will be popular. 








Lt. Charles F. Dolan 


FARMINGTON, N. H.—Lieut. Charles 
F, Dolan of the U. S. Army Air Force, 
who was formerly associated with his 
collediee uncle, Joseph N. Connors, superin- 
o Del tendent of the Rondeau Shoe Co., has 
P. been killed in action in the South 
alon W&E Pacific. Official notification of the death 
y unline’h of the air officer, who was previously 
ed typ reported as missing, was received here 
sic pum by his wife, Virginia Mooney Dolan. 
ided sole Lieutenant Dolan, credited with 

daytim§ bombing and sinking a large Japanese 
of color,@ transport in the Rabaul area, had been 

featured decorated by General Douglas Mac- 
ind black Arthur. 
y and it- aecemnens 


vith off Edward L. Groth 


fine suede West Benp, Wis.—Edward L. Groth, 
ng orm who has conducted a shoe store in West 
y in com Bend for the last 20 years, and who 
-immings for 17 years before that worked for 
conten! the Poull Mercantile Company, also in 
. West Bend, died recently at a local 
che dinne' hospital. 
of = Mr. Groth was active in civic affairs, 
mportait® serving as undersheriff of Washington 
eels We] county from 1932 to 1936. He also took 
The U8 a prominent part in religious affairs. 
outstane] =He is survived by his widow and six 
suedes. § sons, Sylvester, Carl, Leo, and Fred- 






tended 1} at home; Sgt. Edward F. at 
rork dal Lowry Field, Denver; and Pfc. Ralph 
atives im Africa. His father and a sister also 





survive him. 


Sepleriber is: 1943 
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THE IDEAL GIFT 
FOR SERVICEMEN 






GUARDS AGAINST FOOT STRAIN 
CHAFING AND INFECTION .. . 
.-. at the beach . . . for showering 

. at play . . . for off-duty ease 








5 "'SOCKO'’ SALES FEATURES! 


a7ivu net oO 
Minimum Order: 
1 cane (24 Pairs) 


Sturdy crisscrossed webbed 
straps in Army Tan and Navy 
Buc. 


*Price must be maintained 


PACKED IN STRONG, 


READY-TO-MAIL CARTONS. 

















Companion to our Famous "ROCKABYES” 
for Women . . . the Clog Sensation of ‘43! 
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PROOF THAT CUSTOM 
CHARACTER NEED NOT 
BE EXPENSIVE 


THE 


PARADE 






Hays 


A LITTLE MORE FOR THE MONEY 


< dor over fifty years that has been 


» Taylor-Made’s goal . .. attained year 
after year by scrupulous care in the 

‘© selection of leathers and materials... 
and unremitting insistence upon the 
SS -_ finest craftsmanship, down to the 

a smallest detail. We continue, despite 
today’s difficult conditions, to do 
~~ everything humanly possible to pro- 
tect the friendship, good-will, and 
ne confidence of Taylor-Made dealers, 





and their thousands of customers. 

TAYLOR CORPORATION * BOSTON 
, “8 

fa SHOE 

1S NATIONALLY ADVERTISED IN 


























Ad Stresses Conservation 










Los Angeles, Calif.—This Robinson's full-page newspaper 
ad on how to conserve one's shoes was considered an out- 
standing piece of good-will advertising by shoemen and 
consumers, alike. Six steps in the conserving program were 
illustrated by photographs showing buying the right size; 
using a shoe horn; putting shoe trees in shoes; alternating 
shoes; shining leather shoes; and replacing heel lifts. This 
advertisement was backed up by a window display in which 
blow-ups of the photographs were used effectively. 





Book on Post-War Planning 


New York—Alfred J. Silberstein, Inc., New York 
advertising agency, has published a pamphlet entitled, 
“Are You Overlooking Anything In Your Post Wa 
Planning?” The pamphlet consists mainly of an outline 
which, as the introduction explains, “is the first of « 
continuing study on this subject.” The purpose was to 
furnish a simple formula to guide business men B 
organizing the steps necessary to carry on a profitable 
business in the future. 

The contents and scope of the publication can k 
visualized from the sub-headings as fellows: 

“Your Attitude Toward Future Planning”; “Why Al 
the Interest in Long Range Planning? Immediate Bene- 
fits, Future Benefits”; “Conditions You Should Think 
About—Consumer Buying Power, New Competition, 
Demand for Consumer Goods, Distribution, Employ- 
ment, New Markets, Opportunities for Capital, Gov- 
ernment Actions, Advertising”; “How You Should 
Start”; “What You Can Do Now—Management, Pro 
duction, Merchandising, Distribution, Advertising, Le 
bor Relations”; “How You Can Get Your Entire 
Organization To Cooperate”; “Errors You Should 
Avoid.” 
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To Insure Fair Distribution of Hides 


New Government Group Set Up to Deal Specifically with Shortages 


in Hides, Leather, Boots and Shoes \ 


WASHINGTON—Another Government 
group to deal with the shortage in 
hides and leather has been set up in 
Washington. William L. Batt, Amer- 
ican member of the Combined Raw Ma- 
terials Board and Vice chairman of 
WPB, told a press conference recently 
that a Combined Board Committee, 
composed of members of the Combined 
Production and Resources Board as 
well as members of the Combined Raw 
Materials Board, had been organized 
to deal specifically with the shortages 
in hides, leather, boots and shoes. 

In a later interview with Boot & 
Sor REcoRDER Mr. Batt elaborated on 
the work the Combined Committee will 
try to accomplish. Mr. Batt said that 
the Combined Boards operate some- 
what in the same manner as WPB, but 
that their scope includes the entire 
United Nations. 

The Combined Committee will at- 
tempt to insure equitable distribution 
af hides to Allied countries. Although 
the CRMB deals solely with raw ma- 
terials, Mr. Batt explained, the fact 
that approximately 80 per cent of the 
World’s hide supply goes into boots and 
thes make it imperative for these 
problems to be handled by a joint com- 
mittee composed of members of both 
CPRB and CRMB. 

Mr. Batt explained that the Com- 
bined Committee had only one meeting 

very recently and had merely 
attempted to size up the situation, with 
00 definite action being decided upon. 
Mr. Batt said the problems were com- 
and would change from time to 
time. Such things as whether or not 
the United States makes a better shoe 
Britain, or whether our tanning 

S are superior would enter 

into discussions relating to 


Britain has always depended largely 
@ Argentina for a major portion of 
hides and at present consumes 

55 per cent of Argentine exports, 


While the United States receives roughly 
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40 per cent, with the remaining 5 per 
cent going to other Allied and neutral 
countries. 

Mr. Batt said that Argentina had 
been particularly cooperative, but at 
present a drought resulting in lack of 
feed, in addition to the Argentines in- 
creasing their facilities for tanning 
had created a problem in that country. 
It is just such things that the Combined 
Board Committee will try to adjust. 
Mr. Batt added that in pre-war days 
we did not need as many hides and im- 
ports were not much of a problem, but 
that present military needs for good 
leather combined with increased civil- 
ians’ needs make it necessary to deal 
with the problem on a world-wide scale. 


Army Orders Rubber Taps 


Boston, Mass.—The Boston Quar- 
termaster Depot announces the pur- 
chase of a number of miscellaneous 
items, most of them designed for shoe 
repair units. Included are 213,000 pairs 
of rubber taps for Type II service 
shoes; 99,960 pairs of military leather 
outsoles; 51,000 sheets of black rubber 
soling; 120,000 sheets of patching rub- 
ber for shoe uppers; and 440 pounds 
of thread. 

Other items include 5,000 pairs of 
safety work shoes to be made by the 
J. F. McElwain Co.; and 253 pairs of 
lasts for women’s low service shoes 
and 33 pairs of lasts for women’s field 
shoes, both lots to be made by the 
United Last Co. 

Other awards announced at the Bos- 
ton Quartermaster Depot include 585,- 
222 pairs of rubber taps; 500,000 pairs 
of whole heels made of black rubber; 
572 pairs of orthopedic rubber heels; 
100 foot-measuring devices; 301 pairs 
of women’s low overshoes; 208 pairs 
of men’s low-quarter shoes; 1071 pairs 
of service shoes; 58 pairs of nurses’ 
oxfords; 12,500 pairs of leather coun- 
ters; 120 pairs of Munson hinge lasts: 
and 23 pairs of oxford iasts. 


Named President 
Of Brown Co. 


BERLIN, N. H.— Brown Company, 
producer of pulps, paper and allied 
products, has announced the election of 





FREDERIC G. COBURN 
Frederic G. Coburn of New York City 


as president of the company. Mr. 
Coburn has been associated with Brown 
Company for the past eight months 
as special assistant to H. P. Kendall, 
who as chairman of the board served 
as chief executive pending the election 
of a president. Mr. Coburn becomes 
the first president of the company since 
its reorganization late in 1941. 

Mr. Coburn brings to Brown Com- 
pany both technical and _ industrial 
training and experience in many dif- 
ferent fields. A graduate of the United 
States Naval Academy and Massachu- 
setts Institute of Technology, he was 
for many years an officer in the Con- 
struction Corps of the United States 
Navy. During the first World War he 
designed, constructed, and managed the 
Naval Aircraft Factory, the Navy’s 
only owned aircraft plant. While con- 
nected with the Navy, he spent three 
years as a part-time lecturer on the 
faculty of the Graduate School of 
Business Administration of Harvard 
University. His subsequent experience 
includes an executive position with 
Bethlehem Shipbuilding Corporation, 

[TURN TO PAGE 110, PLEASE] 









Raw Stock Inventories Largely Depleted 





Leather Supply Situation Due to Become Increasingly Serious, Irving 
R. Glass Tells N.S.R.A. Committees—*‘Silver 
Lining”? May Appear Next Year 


NEw YorK—Since the planning of a 
shoe style program no longer falls 
within the province of the industry, the 
meetings of the men’s, women’s and 
children’s style committees of the Na- 
tional Shoe Retailers Association, held 
at the Waldorf Astoria Hotel, New 
York, September 1, quite naturaliy 
were given over to consideration of 
problems affecting the shoe business as 
a result of wartime shortages and re- 
strictions instead of to the formulation 
of the customary reports on the fashion 
outlook for the coming season. 

Representatives of government agen- 
cies played an important part in the 
meetings held during the forenoon and 
spoke informally at the noonday lunch- 
eon in the Jade Room at the Waldorf. 
These included Henry M. Spelman, 
chief of the shoe division of the Office 
of Civilian Requirements; Henry Boyd, 
chief of the Shoe Division of the War 
Production Board; L. V. Hershey, WPB 
consultant; H. O. Rondeau, chief of 
the women’s shoe division of WPB, 
W. W. Stephenson, shoe rationing ex- 
ecutive of the Office of Price Adminis- 
tration, and Harold Quimby, of his 
staff. 

Little in the way of definite action 
came out of the meetings, according to 
the chairmen of the three committees, 
George Hess, of the men’s group, 
George Geuting of the children’s, and 
Alber Wachenheim, Jr., of the women’s 
committee. Each of these chairmen 
gave a brief summary at the luncheon 
of the topics discussed. Trade publica- 
tion representatives were invited to at- 
tend the luncheon, the committee meet- 
ings themselves having been conducted 
as executive sessions. 

One of the topics that came in for 
discussion at the women’s committee 
session was that of quality standards 
for unrationed shoes, a subject which 
has been receiving consideration from 
government officials in Washington. 

A matter of prime interest at the 
men’s meeting was the question of how 
to create a better acceptance of the so- 
called “Commando composition soles” 
among male customers. This is believed 
to be highly necessary in view of the 
fact that an increasing proportion of 
men’s shoes will probably carry soles 
of this type, due to growing scarcity of 
good sole leather. 

The children’s conference was largely 
concerned with the serious shortage of 
juvenile footwear, particularly in the 
higher grades. 

Highlights on the program of infor- 
mal talks at the noonday luncheon were 
those of Irving R. Glass, economist for 
the Tanners Council of America, and 
Henry M. Spelman, chief of the shoe 
division of the Office of Civilian Re- 
quirements, War Production Board. 


%. 





Dates to Remember 


Business Conference, National In- 
dustrial Stores Association, Hotel 
Frederick, Huntington, W. Va. 

September 19, 20, 21, 1943 

Business Conference, National In- 
dustrial Stores ation re- 
wre Hotel William Penn, 

ttsburgh, Pa. 
September 26, 27, 28, 29, 1943 

Monthly Shve Show, Shoe Travel- 
ers’ Association of Chicage, Mor- 
rison Hotel, Chicago, III. 

September 27, 28, 1943 

Seutheastern Shoe Travelers Asso- 
ciation Show, Henry Grady Ho- 
tel, Atlanta, Ga. 

‘ October 4, 5, 6, 7, 1948 

War Conference Issue, Boot and 
Shoe Recorder October 15, 1943 

Twelfth Annual Shoe Manufactur- 

ers’ Spring Opening, Hotel New 
Yorker, New York City 
October 17, 18, 19, 20, 1943 

Shoe Industry War Conference and 
Market Week, Morrison Hotel 
and Palmer House, Chicago 

November 1, 2, 3, 4, 1943 

Spring Shoe Fair, Iowa National 

Travelers’ Association, Ho- 
tel Fort Des Moines, Des Moines, 
lowa November 7, 8, 9, 1943 

War Conference Days, Michigan 
Retail Shoe Dealers’ Association 
and Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, 
Mich. Nevember 7, 8, 9, 1943 

Spring Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Tex. 

November 9, 10, 11, 12, 1943 





Mr. Glass stressed the very serious sup- 
ply situation that exists with regard to 
leather and predicted a declining rate 
of shoe production for the balance of 
the year, due to the fact that leather 
inventories have been largely exhausted 
and domestic hide supplies plus imports 
will afford insufficient leather to main- 
tain the level shoe production of the 
first six months. He indicated that after 
the first three months of next year 
there may be a silver lining as the in- 
creased slaughter of America’s increas- 
ing herds of cattle reach the stage of 
finished leather. 

Referring to the “Commando compo- 
sition” sole situation, Mr. Spelman 
brought out the interesting and im- 
portant point that the trade may look 
for a gradual improvement in the qual- 
ity of these soles, expected to result 
from substitution of an increasing pro- 
portion of new Buna rubber for part 
of the reclaim now being used in their 
manufacture. Another point made by 
Mr. Spelman which impressed his list- 
eners powerfully was that most retail- 
ers are overlooking a good will argu- 


ment in not bringing to the attention 
of the public the fact that, despite the 
tight situation in materials and labor, 
shoes on the shelves of merchants 
would today show scarcely more thap 
a 10 per cent deterioration in durability 
and service from late 1941 standards 
He thought this an effective answer tp 
those who want “war model” shoes, 

Henry Boyd, head of the WPB shoe 
division chief, spoke briefly of plan 
and agenda for the meetings of shoe 
industry advisory committees held ip 
Washington this week. 

L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers 
Association, presided at the noonday 
luncheon, and Harold F. Volk, associa- 
tion president, gave an informal ad. 
dress of welcome. 


To Hold War 


Conference Days 


Detroit, MicuH.—Michigan shoe men 
will replace their annual convention 
this year by a series of War Conference 
Days, to be held jointly with the An. 
nual Shoe Fair, at the Hotel Statler, 
November 7-8-9. Stress will be cen- 
tered upon discussion of problems of 
wartime shoe store operation, with 
talks by leaders in the field. Details 
are being worked out currently by shoe 
men here, with committee meetings 
scheduled for the near future. 

Lineup of committeemen has been 
set by the two state associations which 
are jointly sponsoring the event, as 
customary in Michigan, and include: 

Michigan Retail Shoe Dealers’ Asso- 
ciation: R. J. Schmidt, chairman; 
Clyde K. Taylor, executive co-chairman; 
Walter Magee and Sam Plotler, pro 
gram; Nathan Hack and Guy Dixon, 
publicity; Burt Pond and Howard 
Preston, reception. 

Michigan Shoe Travelers’ Club: Sam- 
vel S. Weiss, chairman; Bruce Dick- 
man, executive co-chairman; Herman 
Meyer and Clarence Armbruster, pre 
gram; George Lawson and Sam Kane, 
publicity; I. C. Wahshawsky and E. W. 
Jensen, reception. 


Shoe Man’s Son 
Receives Promotion 


Detroit, MicH.—Allan Stiglitz, sop 
of Harry Stiglitz, proprietor of Stig 
litz Quality Shop, here, has been pro 
moted from first lieutenant to captain 
in the Army Air Force. Captain Stig- 
litz, who graduated from University of 
Arizona in 1941, was associated with 
his father in the shoe store before his 
enlistment. In 1939 he was in ful 
charge of the store for almost nine 
months while his father was underg® 
ing treatment at Mayo Clinic. 

Capt. Stiglitz enlisted in the Army 
Air Corps in August, 1941, and was 
commissioned a second lieutenant it 
December of that year. He was pre 
moted to first lieutenant in July, 1942 
when he went overseas. He is now a 
tached to an Air Force group in the 
Middle East. 
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Exhibitors For Shoe Market Week 


Management Announces Names of Manufacturers 
Who Have Reserved Space Up to Now for Showing 
in Connection With Industry's War Conference 
Meeting in Chicago, November 1, 2, 3 and 4, 1943 


M ANY of the leading shee manufac- 
turers have already reserved space to 
“participate in Shoe Industry War Cen- 
ference and Market Week te be held in 
Chicago, November 1, 2, 3 and 4. The 
representative firms listed include all 
markets and principal manufaeturers in 
various types, grades and price ranges. 
The exhibitors are spread between the 
three hotels, where the displays will be 
housed. The Palmer House, Morrison 
Hotel and La Salle Hotel have been 
selected as exhibiting hetels. 


The following list shows the firms hav- 
ing made display reservations up to and 
including September 8: 


Adams Bros., Pittsfield, New Hampshire 

Advance Wool Skin Shoe Company, Chicago, 
Illinois 

Air-Kushin Shoes, Inc., Cincinnati, Ohio 

Alden Shoe Co., C. H., Brockton, Mass. 

Allen Edmonds Shoe Corporation, Belgium, 
Wisconsin 

American Gentlemen Shoemakers, Lynchburg, 
Va. (Div. Craddock-Terry Shoe Corp.} 

American Sh king, Boston, Mass. 

Ansin Shoe Mfg. Co., Athol, Mass. 

Anwelt Shoe Mfg. Co., Athol, Mass. 

Armstrong Cork Company, | ter, Pa. 

Armstrong, D., & Co., Inc., Rochester, New 
York 

Arnold Shoe Co., M. N., South Weymouth, 
Mass. 

Ascutney Shoe Corp., Hudson, Mass. 

Athletic Shoe Co., The, Chicago, Illinois 








B. & C. Shoe Company, Manchester, New 
Hampshire 

Bancroft Walker Company, Waltham, Mass. 

Banister, James A., Co., South Weymouth, 
Mass. 

Baris Shoe Co., Inc., New York, N. Y. 

Bass & Co., SG. H., Wilton, Maine 

Bates Shoe Co., Webster, Mass. 

Beaudin Shoe Co., L. E., Hanover, Pa. 

Best Shoe Company, Inc., Boston, Mass. 

Bloom Bros. Co., Minneapolis, Minn. 

Blum Shoe Mfg. Co., Dansville, N. Y. 

Boot & Shoe Recorder, New York, N. Y. 

use Shoe Co., Union, Missouri 

Boyd-Welsh, Inc., St. Louis, Mo. 

Brauer Bros. Shoe Co., St. Louis, Mo. 

Brown Shoe Co., H. H., Inc., Worcester, Mass. 


California Leisure, Inc., Los Angeies, Calif. 
oa dge Rubber Sales Corp., Cambridge, 
ss, 


Carlisle Shoe Co., Carlisle, Penna. 
Shoe Mfg. Ce., Union, Mo. 
Printing Company, A. C., St. Louis, 


Cobblers, Inc., Los Angeles, Calif. 
September 15, 1943 


Cohen, M., & Sons Shoe Co., Long Island 
City, N. Y. 

Collingwood Shoe Company, Inc., Endicott, 
New York 

Compo Shoe Machinery Corporation, Bosten, 
Mass. 

Conformal Footwear, St. Louis, Mo. 

Connolly Shoe Co., Stillwater, Minn. 

Conrad Shoe Company, North Abington, 


ass. 
i oem Slipper Corp., Malone, New 
or 
Cooper, S., Playshoe & Slipper Co., New 
York, N. Y. 
Corbin, B. A., & Son Co., Marlborough, Mass. 
Cosmos Footwear Corp., Brooklyn, New York 
Creative Footwear, Boston, Mass. 
Curtis Shoe Co., Inc., Marlboro, Mass. 
Curtis-Stephens-Embry Co., Reading, Penna. 
Cushman, Charles, Company, Auburn, Maine 


Dartmouth Shoe Company, Brockton, Mass. 

Desco Shoe Corp., Long Island City, N. Y. 

Dewey and Almy Chemical Company, Cam- 
bridge, Mass. 

Dickerson, Walker T., Company, Columbus, 
Ohio 

Drew, Irving, Corp., Lancaster, Ohio 





Eagle Shoe Mfg. Co., Inc., Everett, Mass. 

Eaton, Charles A., Company, Brockton, Mass. 

Edwards, J., & Co., Philadelphia, Penna. 

Elias Bros., Inc., New York, N. Y. 

Empire Specialty Footwear Co., Endicott, 
N. Y 


Endicott Johnson Corp., Endicott, N. Y. 
Ephrata Shoe Co., Ephrata, Penna. 


Fairchild Publications, New York, N. Y. 

Fairfield Shoe Co., Columbus, Ohio 

Fashion-Bilt Shoe Co., Pontiac, Ill. 

Fein & Glass, Inc., Reading, Pa. 

Florsheim Shoe Company, The, Chicago, Ill. 

Foote, The John, Shoe Company, Brockton, 
Mass. 

Ford Shoes, Long Island City, N. Y. 

Fraser, Shoe Co., Union, Missouri 

Friedman-Shelby Shoe Co., St. Louis, Missouri 

Fuchs, William, Shoe Co., New York, N. Y. 

— Leather Goods Company, New York, 
N. Y. 


Gale Shoe Mfg. Co., North Adams, Mass. 
Gardiner Shoe Co., The, Gardiner, Maine 
Garfield & Rosen, Boston, Mass. 

Geller, Andrew, Shoe Mfg. Co., Brooklyn, 


N. Y. 
Gerberich-Payne Shoe Co., Mount Joy, Pa. 
Godman, H. C., Co., Columbus, Ohio 
Gold Cross Shoes, Cincinnati, Ohio 
Golden Quality Shoe Co., Pittsfield, N. H. 
Goldstein, S. L., Boston, Mass. 
Goodfit Shoe Mfg. Corp., Brooklyn, N. Y. 
Gordon, Reuben, Philadelphia, Pa. 
Gotham Shoe Mfg. Co., Binghamton, N. Y. 
Great Northern Shoe .. Manchester, N. H. 
Green, Daniel, Company, Dolgeville, N. Y. 
Green Shoe Mfg. Co., The, Boston, Mass. 


Seopa & Read Co., Lynn, Mass. 
Grinnell Shoe Co., Grinnell, lowa 

Grossman Shoe Co., Parkersburg, W. Vo. 
Grosvenor, C. A., Shoe Co., Worcester, Mass. 
Groves Shoe Co., Chicago, Ill. 


Hallowell Shoe Co., Hallowell, Maine 
Hamilton, Scheu & Walsh, St. Louis, Mo. 
Hanan & Son, Inc., Chicago, Ill. 
Hannahsons Shoe Co., Haverhill, Mass. 
Heilbrunn, J., & Sons, Rochester, N. Y. 
Hermal Shoe Co., Inc., Everett, Mass. 
Highland Shoe Co., Inc., Akron, Po. 
Hirsch & Slater, Inc., Boston, Mass. 

Holly Shoe Co., Littleton, N. H. 
Hollywood Skooters, Los Angeles, Calif. 
Howard & Foster, Inc., Brockton, Mass. 
Hubbard Shoe Co., Inc., Rochester, N. H. 
Huiskamp Bros. Co., Keokuk, lowa 


Interstate Shoe Co., Manchester, N. H. 


Johansen Bros. Shoe Co., Inc., St. Louis, Mo. 

Johnson, Stephens & Shinkle Shoe Co., St. 
Louis, Mo. 

Jones & Vining Co., Brockton, Mass. 

Joyce, Inc., Pasadena, Calif. 

Julian & Kokenge Co., The, Columbus, Ohio 


Kane, Dunham & Kraus, Inc., Washington, Mo. 

Keith, Geo. E., Company, Campello, Brock- 
ton, Mass. 

Kleinert, |. B., Rubber Co., New York, N. Y. 

Kleven Shoe Company, Sp , Mass. 

Kreider's, W. L., Sons Mfg. Co., Inc., Pal- 
myra, Pa. 





La Marquise Footwear, Inc., New York, N. Y. 

Lambertville Div. of the Servus Rubber Co.. 
Rock Island, Ill. 

Lancaster Shoe Co., Elizabethtown, Pa. 

Langerman Shoe Co. Brooklyn, N. Y. 

Lederer Industries, Inc., The, New York, N. Y. 

Lester Pincus Shoe Corp., New York, N. Y. 

Leverenz Shoe Co., Sheboygan, Wis. 

Levi-Weiss Sales Co., Chicago, Ill. 

Liberty Shoe Co., Boston, Mass. 

Lion Shoe Co., Inc., New York, N. Y. 

Lippman, James A., Co., Boston, Mass. 

Lockwedge Shoe Corp., The, Columbus, Ohie 

Lonaini Shoe Mfg. Co., Cincinnati, Ohio 

Lucille Footwear Co., Williamsport, Pa. 


Maistrosky, S. J., Inc., Boston, Mass. 

Manistee Shoe Mfg. Co., Manistee Mich. 

Marion Shoe Division (Daly Bros. Shoe Co., 
Inc.) Marion, Ind. 

Marks, C. W., Shoe Co., Chicago, Ill. 

Marks, L. V., & Sons Co., The, Cincinnati, 
Ohio 

han Meadows & Stewart, Inc., Auburn, 


N. Y. 
Mathes, |., & Sons Shoe Co., St. Louis, Mo. 
Meis, The Charles Shoe Co., Cincinnati, Ohio 
Wholesale } 
Meis, The Charles Shoe Mfg. Co., Cincinnati, 
Ohio 
[TURN TO PAGE 106, PLEASE] 
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Liquid Dressing. 


—_—_ 






There's no other shoe cleaner and preservative like 
it. It's a professional dressing that shoe and leather 
manufacturers use and recommend. Mel-O-Wax 
cleans, polishes, protects and preserves shoes and 
all leather articles. Easy and quick to use. Counter- 
acts perspiration acids. Permits wet leather to dry 
without shrinking, stiffening or discoloring. Recom- 
mend it to your. customers. They'll appreciate it. 
Write today for full information about Mel-O-Wax 


VITALEX PROCESS CO., 429 N. 13th St., Phila. 23, Pa. 








THE MILLER SHOE CO. 


CINCINNATI, OHIO 


I 
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Stock No. 2821 
ORTHOPEDIC LAST 


A straight inside last that 
is not an in-flare. This 
last will accept almost 
every kind of mechanical 
correction 


Health Shoemakers 































HANDY FORMS 


for efficient store operation 
1 Inventory Pad (100 sheets) 2106 


(5 pads $2.00; 10 pads $3.50) $ 50 
Sales Record Slips: Form D 
per pad (100 slips) (100 pads $20.00) 25 


Refund Record Slips: Form E 

per pad (50 slips) _.. AS 
Customer Record Cards: Form F 

100 (Size 5"x3”) (500 @ $6.25; 


1M @ $10.00)........... 1.50 
Ceiling Price Stickers (1452 per book) 2.00 
(2 books @ $3.50) 


MERCHANTS SERVICE DEPT. 
209 S. STATE ST., CHICAGO 


(carried in stock) 
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Little Grading | Up in Southern California 








Shoe Buying Habits Practically Unchanged Since Rationing, Says 
OPA Regional Chief After Survey—Most Shoes 
Bought by Women from 23 to 39 


Los ANGELES, CALIF. — According to 
figures released by Samuel Leask, Jr., 
O.P.A. chief for the nine southern Cali- 
fornia counties, very few changes have 
been made in shoe buying habits since 
rationing became a part of the Ameri- 
ean picture. These figures were com- 
piled from data collected for the De- 
partment of Commerce. 

The figures show that while sales of 
higher-priced shoes registered small 
increases after rationing went into ef- 
fect, most buyers paid no more than 
one dollar per pair over their former 
customary figures, and it is pointed out 
that this small gain would undoubtedly 
be offset by the heavy sales in low- 
priced, nonrationed footwear. 

The survey also showed that women 
between the ages of 23 and 39 bought 
the greatest number of shoes per per- 
son, followed in order by women be- 
tween 16 and 22, women over 40, men 
between 23 and 39, men over 40 and 
boys between 16 and 22. Trailing far 
behind these were children under 16. 

The survey also brought out the in- 
formation that four out of every ten 
Americans have today two pairs of 
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shoes, two of every ten, three pairs, and 
the other four have a single pair. As 
for the prices paid for rationed shoes; 
for every pair retailing at $7.50 or 
more, three pairs were sold for $3.50 
to $5.00, and two each at less than 
$2.50, $5.00 to $7.50 and $2.50 to $3.50. 


Name WPB Last and Shoe 


Tree Committee 


WASHINGTON, D. C.—The last and 
wood shoe tree manufacturers industry 
advisory committee named by the War 
Production Board recently is headed 
by Lawrence B. Sheppard as govern- 
ment presiding officer. Joseph W. 
Holmes, United Last Co.. is chairman; 
following are committee members: 

E. J. Bass, Schelter Last Co.; Mar- 
garet C. Strotman, Morton Last Co.; 
Harry Barragh, Vulcan Corp.; Howard 
Vining, Jones & Vining; M. D. Wood- 
ward, Sterling Last Corp.; A. Chester 
Jackson, Arnold Bros.; Charles W. 
Carcelle, Western Co.; Robert Rhoades, 
Woodward & Wright; Emil D. Robin- 
son, George E. Belcher Co. 


Big Shoe Lace Order 
Placed by Army 


Boston, Mass. — Contracts calling 
for the manufacture of 2,138,000 pairs 
of 40-inch shoe laces of Nylon have 
been awarded at Boston. 

Of this quantity, 700,000 pairs are 
to be made by the Shoe Lace Company 
of Lawrence, Mass.; 432,000 by the St 
Louis Braid Co., St. Louis; 360,000 by 
the Providence Braid Co., Providence, 
R. I.; 301,000 by the Narrow Fabric 
Co., Reading, Pa.; 145,000 by the Dia- 
mond Braiding Mills, Inc., Chicago 
Heights, Ill.; 100,000 by the Interna- 
tional Braid Co., Providence; and 50; 
600 each by the General Shoe Lace Co., 
of Louisville, Ky., and Small Bros. 
Mfg. Co., Fall River, Mass. 





St. Louis Production Down 


Sr. Louis, Mo. — Final production 
figures for the 8th district released by 
the Federal Reserve Bank of St. Louis, 
indicate a drop of 6 per cent in total 
pairage for the first half of 1943 against 
the same period of 1942, or 41,850,8¢ 
pairs against 44,350,112 pairs. Pre 
duction for the month of June amount 
ed to 7,100,000 pairs representing 4 
gain of 11 per cent over that for May 
which totaled 6,409,301 pairs. June 
production of 7,100,000 pairs was 5 
per cent ahead of June, 1942. 
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Insoles—in sheets; flexible, ventilat- 
ed strips; Knox Blocks 


Linings—sock, vamp and quarter 
linings; heel pads 


Platforms Midsoles Counters 


Heels and Wedges - Heel Bases 


Write for further information 
and samples 
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INDUSTRIAL DIVISION 


® Shoe rationing has made 
your customers value-con- 
scious both as to new shoes 
and shoe repairs. [-T-S 
Left and Right Rubber Heels, 
though now made of regen- 
erated rubber, still give pro- 
portionately longer level! 
wear because of their exclu- 
sive left and right design of 
extra pads at the outer 
edges where most wear 
comes. Use |-T-S design 
and widespread customer ac- 
ceptance to “trade up” in 
your shoe repair department, 
to maintain scles volume and 
profits and to increase cus- 
tomer good will under to- 
day's difficult conditions. 
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THE I-T-S COMPANY, ELYRIA, OHIO 








Cambridge, Mass.—Cambridge Rubber Co. recently held an outing at Nantasket 
leach to which 2000 employees were invited. Left to right: John B. Atkinson, City 
r of Cambridge; H. J. Kroto, executive vice-president of the company; S. P. 

Turke, general manager; F. L. Patton, vice-president. A boat was rented from the 
Nentasket Steamship Line for the exclusive use of Cambridge Rubber Company. 





leather Firm Buys Property 


WiLMINGTON, DEL. — The Diamond 
Slate Tanning Co. has purchased the 
‘tire property and buildings it now 
®eupies, from the R. W. Willis Leather 
“. The Diamond State Tanning Co. 
Snow busily engaged in the manufac- 


September 15, 1943 





ture of various kinds of shoe leather 
for essential civilian use, sole leather 
and glove and garment !eather for the 
armed forces. 

Officers of the company are: Henry 
Halle, president; Otto B. Hasse, trea- 
surer-secretary; Louis Halle, chairman 
of the board of directors. 





Child Care Center Operated 
By Shoe Company 


WEBSTER, MAss. One of the far- 
sighted moves of the Bates Shoe Co., 
which has proven its worth, is the child 
care center established earlier this 
Summer in the unoccupied rooms of 
one of the public schools of this town. 
Here expert care is given the children 
of mothers currently engaged in work- 
ing at the Bates factory. Two women 
are in constant attendance, a nurse 
examines the children two or three 
times a week and a cook prepares the 
meals which are served at noon. In- 
between snacks are also part of the 
program. 

For this service the mothers pay a 
portion of the cost, not exceeding $3 
a week for each child. In case trans- 
portation is a problem, the mothers 
bring their children to the factory with 
them and from this point to the school 
transportation is furnished by the com- 
pany. The project has had the effect 
of taking a load from the minds of 
working mothers and of bringing into 
the industrial picture other mothers 
who have hitherto been unable to work 
because of home ties. 

Another innovation, arranged by 
Richard Sears, general manager of the 
company, is the playing of music dur- 
ing working hours, in order to speed 
up production and reduce fatigue in the 
department in which helmets are being 
made. 
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Milwaukee Fall Promotions in Full Swing Plan War Meeting 





Repeated Emphasis on Comfort Marks Advertising of Leading 


Shoe Merchants. 


Collegiate Types Receive Most 


Attention in Newspapers. 


MILWAUKEE, WIS.—Fall shoe promo- 
tions which have been in the planning 
stages for several months, recently 
broke out in an epidemic of full-page 
advertisements in local newspapers. 

Most obvious characteristic of this 
year’s Fall backing is the repeated em- 
phasis on comfort and intelligent ex- 
penditure of the No. 18 coupon. Ap- 
proaches to the subject are made in a 
variety of ways. Ed Schuster & Co. 
advises a 1, 2, 3, 4 method of buying 
shoes, outlined as follows: 

1. Take a good look at all the shoes 
in your closet. Decide what type you 
need to round out your wardrobe. 

2. Choose shoes that “do something” 
for your spirit as well as your feet. 
Let ‘them have a young, feminine air. 

3: And because you live in a walk- 
ing world, choose shoes with “forget- 
you-have-feet” fit and lasts that con- 
form to’ your foot. 

4."Remember it’s a long walk be- 
tween ration coupons . . . so choose 
quality you’ve always been able to 
count on. 

Schuster’s place stress on closed toes 
und wide based heels in suede and calf. 

Limitations on colors have provided 
a challenge to copy writers to produce 
dramatic phrases for rather undra- 
matic shades. Successor to “Lipstick 
Red” is “Matchstick Black” and in 
place of “Kelly Green” we are enticed 
by “Buttered Brown.” 

For the back-to-college athlete, 
Brouwer’s has a grained calf wing tip 
style which provides scientifically 
planned comfort. Comfort through 
flexibility is advertised as the forte of 
Gimbel Brothers’ men’s shoes. 

Really collegiate are the “Brawny 
Brogues” at Flagg Brothers. This 
men’s sport shoe has a reclaimed rub- 
ber sole and is made of longhorn 
ieather. Specialty of Flagg Brothers 





Casualty Poster Urges 
Bond Sales 





New York.—Jesse Adler, of Adler's Shoes 

for Men, appropriated the complete list 

of American casualties in World War Ii 

which appeared in Life Magazine re- 

cently and developed it into a dramatic 

war bond poster which he put on display 
in the various Adler stores. 





is a “hand-finished to your specifica- 
tions” service, which consists of stain- 
ing the shoes to the leather-tone prefer- 
ence of the customer. 

Moccasins and ghillie ties are most 
popular for students returning to class- 
rooms. Walk-Over and Packard Rellin 
are featuring these sport items for 
their high school trade. 

As was predicted, black suede with 
grosgrain or satin “interest note” is 
the Fall, 1943, big item in women’s 
dress shoes. Runner-up is alligator 
leather which is being extensively 
shown in both shoes and bags. 





New Play Shoe Firm 


Los ANGELES, CALIF.—Tom Roopen- 
ian has re-entered the shoe manufac- 
turing field under the firm name of 
“Tom’s Play Shoes” at 1208 St. Julian 
Street. At the start he is featuring 
non-rationed satin and cloth scuffs to 
retail at popular prices. For a number 
of years, Mr. Roopenian was the owner 
of the Los Angeles Shoe Manufactur- 
ing Co., and is well known to the trade. 





Rubber Company Operates 
Own Hospital 


MALDEN, MAss.—Located in the cen- 
ter of the huge sprawling plant the 
Converse Rubber Compuny’s new hos- 
pital at Malden, Mass. is taking care of 
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between 130 and 160 minor injuries 
deily. The hospital is under the super- 
vision of Dr. Schawartz who is assisted 
by nurses Catherine Balome and Azelle 
Mackeil. 

The entrance to the new hospital is 
ct the right of the main stairs on the 
second floor. It contains complete fa- 
cilities for handling all industrial ac- 
cident cases short of those requiring 
complete hospitalization. 

New employes are interviewed and 
photographed in the reception room. 
The next room is a two-bed ward with 
latest type beds. Beyond this room is 
the treatment room which also serves 
as a first aid department during the 
merning rush. The new hospital is 
modern and complete in every detail. 


In Atlanta 


ATLANTA, GA.—The Southeastern 
Shoe Travelers and Retail Shoe Deal- 
ers will meet in Atlanta for a War- 
time Conference and Great Mart Week 
on Oct. 4, 5, 6 and 7 at the Henry 
Grady Hotel. A special feature of the 
meeting will be a speech and discus- 
sion on shoe problems and rationing by 
Walter F. Eberling, Head of Opera- 
tions, Shoe Division, OPA, Washington. 
These arrangements were made by 
Mervin A. Blach, Regional Commodity 
Rationing Officer in Atlanta. 

In announcing the third meeting of 
its members and the Retail Shoe Mer- 
chants of the Southeast, the board of 
directors of the Southeastern Shoe 
Travelers stresses the fact that under 
present conditions and shoe rationing, 
it is more important than ever now 
that manufacturers and their represen- 
tatives provide this discussion and buy- 
ers’ gathering. Approximately 100 man- 
ufacturers and distributors have al- 
ready made their reservations, and 
committees are working on plans for 
proper space for display of lines. 

Each day will see hundreds of shoe 
Gealers in consultation with their 
sources of supply and in discussion of 
their mutual problems. A special event 
of the occasion will be a meeting of 
all dealers, manufacturers and sales- 
men on Tuesday, Oct. 5. This meeting 
will also go into a question and answer 
discussion with OPA authorities from 
Washington as well as the Regional 
Shoe Administrator and his assistants 
in Atlanta. It is expected that up- 
ward of 2500 shoe dealers will converge 
on Atlanta for this conference. 

In addition to the arrangements with 
the headquarters hotel, all Atlanta ho- 
tels are cooperating. 


Honored at Luncheon 


Los ANGELES, CALIF.—A birthday 
luncheon party was given to James R. 
(Jimmie) Thompson at the Los Angeles 
Athletic Club by E. B. Steere of Hanan 
end J. P. Smith Shoe Co. Those pres- 
ent were Harry J. Evans, Locke Shoe 
Corp.; Paul Kirsh, The May (o.; 
Clarence Dean, Kane, Dunham & Kraus 
and Harvey Parmellee. The affair was 
planned with birthday cake, presents 
and all the trimmings. 

Back of all this is a lifelong friend- 
ship. E. B. Steere gave Jimmie Thomp- 
son his very first job at the J. P. 
Smith Co. factory in Chicago when 
Jimmie was a kid in short pants. This 
job held for some 16 years, while the 
friendship has lasted ever since. 
Thompson, now making his home i? 
Topeka, Kan., is head of the Physical 
Culture division of Selby Shoe Co. and 
always takes his three months’ vaca 
tion in Los Angeles. 
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‘Eo my answer when another 


salesman asks if he can wait on me. 






- Even though I’m a busy gal, I always, wait’ 






for Mr. Curtis. He certainly knows how to 







please the public! 







He’s always pleasant . . . always checks my 







shoe size and listens attentively when I tell 






him what I want. He’s always told me how } 
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to take care of my Queen Qualitys. Now Mr. 





Curtis stresses the importance of keeping | 





them polished, using shoe trees, having / 












heels fixed. That’s why my shoes look so 






nice and last so long.* 















*The customer's care of her Queen Quality Shoes is but one reason why they “look so nice and 
Ee last so long”. Of first importance is our policy of not sacrificing quality to quantity. While this 


necessarily means that at present we cannot supply our dealers with all the shoes they want, 


with 
: ho- 





it is—at the same time—assurance that their customers will still have faith in the beauty, wear j 


hday and comfort of Queen Quality Shoes when we are again able to obtain an unlimited supply of i 
s R. 
zeles quality materials. That's why you can always sell with confidence the shoes stamped with the 


anan 
ores: long-famous Queen Quality trade mark... why your customers wear these fine shoes with 


Shoe 
Co.; pride and satisfaction. .. why they will continue to ask for Queen Qualitys. 
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(Oil Resisting ) 
Truly the Wonder sole of the Shoe Industry 


Ask your manufacturer for Neo-Cords, 
made of genuine DuPont neoprene. They 
live up to their reputation in every re- 
spect, being resistant to oils, acids, 
greases, caustics and heat. They will out- 
wear leather and rubber two and three 
to one under extreme conditions. We 
manufacture both Neo-Cord Soles and 
Heels. 


THE LIMA CORD SOLE & HEEL COMPANY 


LIMA * * OHIO 











FOUNDED BY J. E. GROSJEAN IN 1920 





WHEILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 é 
Our factoring service makes it possible Factor J... 
for the shoe executive to devote full time 
for Manufacturers 


to production and selling activities—the and Selling Agente 
real source of profits. of Shoes, then 


Inquiries invited and Allied Products 


357 Fourth Avenue NEW YORK 
Branch Offices 

LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES. CALIF. 
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| Calls Meeting of 
Convention Committee 


PHILADELPHIA, Pa.—Murray S. Rolfe, 
president of the Middle Atlantic Sho 
Retailers’ Association, has called 4 
meeting of the directors and member 
of the conference and convention com. 
mittees to be held at the Benjamin 
Franklin Hotel on September 19th 
Topics to be considered are: congraty. 
lation of the shoe industry on its hun. 
dred per cent co-operation in adjusting 
its business to comply with war regu. 
lations; consideration of an economy 
program for the association’s activities 
for the next six months; planning for 
the 1944 business conference and ap. 
| nual convention. 


Stephenson Addresses 
Chicago Shoe Group 


[CONTINUED FROM PAGE 84] 





board and the need for it. He said 
that with the issuance of future shoe 
coupons, each will be stamped with the 
date of its expiration. 

A brief period of open discussion was 
held and after this Carl Burgstahler 
was elected by unanimous acclaim as 
permanent chairman of the Greater 
Chicago Shoe Retailers’ Association. 
He then appointed as his “Committee 
of Nine” the following members: Wil- 
liam Brooks of .the Brooks Bros. Shoe 
Stores; Carl Fliesbach of Walk-Over; 
Frank Cox of Stetson Shoe Co.; A. E. 
Fanning of Oak Park; Charles E. Lan- 
chantin of Hanan & Son; A. C. Warren 
of Von Lengerke & Antoine; Reuben 
Metz of Metz Shoes; Harold Levenson 
of Saks-Fifth Avenue; Jean Ferguson 
| of Florsheim. 





Canada’s Footwear 
Exports Down 


MONTREAL, CAN. — Reduction in 
| Canada’s footwear exports is shown in 
the report of the External Trade 
branch of the Dominion Bureau of 
Statistics which gives exports of rub 
ber boots and shoes for July as 54,116 
pairs, valued at $52,203, compared with 
65,388 pairs, valued at $81,252 in July 
last year. Only 49 pairs of rubber 
soled canvas shoes, valued at $34 were 
exported, but this was better than in 
the previous July when the shipments 
totaled 16 pairs, valued at $22. 





New Buyer for Hartford 
Department Store 


Boston, Mass. — Albert Goldman, 
buyer of women’s shoes in the Jordan 
Marsh basement store, recently resign 
ed to accept a position with Brown, 
Thomson, Inc., well-known department 

| store in Hartford, Conn. In his new 
| job, on which he began shortly after 
| Labor Day, Mr. Goldman is in charge 
| of buying all shoes for the upstairs 
| store—men’s, women’s and children’s. 
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Compo Holds 
Annual Meeting 











> Shoe 
led a 
»mbers Boston, Mass.—The annual district 
1 com § managers’ meeting of the Compo Shoe 
.jamin § Machinery Corporation was held at 
19th. # Poland Springs House, Poland Springs, 
graty. @ Maine, recently. This meeting was held 
; hun. § in order to take up various shoemaking 
usting problems that are now being brought 
regu- up in the various factories operating 
with Compo equipment throughout the 
— country. One of the main topics of dis- 
vi eussion was the post-war problems of 
1g for Compo Shoe Machinery Corporation 
dan. and their working order. Various sug- 
gestions were also brought up at this 
meeting about the problems of shoe- 
making service. 

James J. Long, manager of the Maine 
district, acted as host to the Compo 
men from various parts of the United 
'States. Local plants were visited by 

. said § the various managers. Those in at- 
shoe & tendance were: 
th the W. H. Bresnahan, president; L. P. 
Nemzek, general manager and vice- 
n was § president; M. G. Stratton, treasurer; 
ahler & P. L. Slayton, assistant secretary-trea- 
m as § surer; W. Solar, assistant to the presi- 
eater dent; W. J. Morton, sales manager; 
ation. W. E. McKenna, manager of Shoe- 
nittee making and service department; C. A. 
Wil- Sullivan, manager of Boston district; 
Shoe W. C. Durham, technical director; J. H. 
ver; Devine, manager Western district; W. 
A. E. J. Duffy, manager Philadelphia dis- 
Lan- trict; O. B. Koefoed, manager New 
arren York district; B. W. Dougherty, man- 
‘uben ager Haverhill district; J. J. Long, 
-nson manager of Maine district; and L. H. 
ruson Lansky, credit department. 
To Concentrate on One Line 
At One Price 
CARLISLE, Pa.—Carlisle Shoe Com- 
n in @ pany, after a study of present trends 
m in @ which seem likely to continue in the 
‘rade post-war period, is concentrating its 
1 of @ promotional efforts on one price line 
rub- and one branded line of shoes. The line 
4,116 @ is Mademoiselle; the price line is $8.95 
with § io $10.95. The company has reached this 
July decision from the following considera- 
ober- B tions: 
were During the war and after the war 
n in § there will be an increasing demand on 
ents @ the part of consumers for quality in 
shoes at a price which is commensur- 
ate with their purchasing power. 
Brand names mean more to the cus- 
tomer than unbranded lines, sold under 
the retailer’s name or under no name at 
all. A company whose background and 
= purpose has been devoted from the 
dan 9 start to supplying this demand can see 
ign- its way clear only to continue its pro- 
owl; @ motion of these factors. 
nent Merchandising strength, used to help 
ne¥ @ the retailer, will produce for both the 
= Tetailer and the manufacturer a sat- 


ry profit, at the same time that 
the shoes give satisfaction to the cus- 





airs 
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Even so, there is nothing harder—we 


have ever had to do—than establish quotas for 
the retailers who were used to buying as many pairs of 
Swan Slippers as they needed. But unless we apportioned Swan 


Slippers, some good dealers would have gotten none — and that would 


not have been fair either. So, with our production limited by 


| Present conditions the only thing possible was to apportion our output 


among established dealers, and devote part of our energies to 
producing for victory needed G. |. equipment. So tell your custo- 
mers to care for the Swan slippers that they have, to buy them 
only when necessary, and when Peace comes there will once 
again be Swan slippers for longer hours of leisure. Swan Shoe 
Company, Baltimore, Maryland, makers of 





As 














The trend is more and more toward 
youth in shoe styling. The market for 
“young” shoes is steadily increasing. 
To be able to provide youthful styles for 
women of all ages will be necessary for 
a conscientious manufacturer after the 
war. The company is the only one in 
its field which carries a complete line 
in all sizes and in all types, from flats 
to high heeled models. It can supply 
any retailer who can handle this price 
line. 

The $8.95 to $10.95 price line is one 
which, the company believes will be in 
demand after the war. The trend is 
becoming evident today. In the early 


days of the company’s history, this 
range was the low edge of the high 
priced field in which there were any 
number of manufacturers. When the 
depression forced some of these manu- 
facturers into other fields, this line be- 
came the upper fringe of the medium 
field. Since the war it has appeared 
that volume sales will be concentrated 
on this price range. Carlisle has al- 
ways been in this field, with no neces- 
sity to grade up or down to rea¢h it. 

The line will be promoted through na- 
tional advertising, through the trade 
press and also through dealer tie-ups. 
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STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts ~ 








Unten Made 
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MEN'S, BOYS‘, LADIES‘ 


$1.50 up 


18 Styles 
IN STOCK 


Send for NEW 
Catalog 





Style 26147 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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CHILDREN'S SHOES 
The C. A. Haines 
Health Shoe 
For Children 










Geatskin 


SUPERIOR SHOE CO., M 


508 S. Peoria St. Chicago 
Our Distributors 
American Shee Co., 8. Frei & Bre. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Ce. . . . Los Angeles, Cal. 


i i ti i et a a el 


STROLL MOCS 
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Men's Leisure Type 
$] 95 @ TAN ELK UPPERS 


@ FLEXIBLE CON- 
STRUCTION 


@ KICK-OFF BACK 
@ LEATHER SOLE 






@ RUBBER HEEL 
aiien @ HAND-SEWED 
Steal EFFECT 
os Ones Delivery Sizes 6-12 D Width 


101 Duane St.,N.Y.C 
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| Business Activity Continues at High Rate 


LaSalle Map of Business Conditic 
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The map shown here was supplied by the Business Bulletin Division of La Salle 


Extension University, Chicago, Ill. 


CuicaGo, ILL. — Industrial activity 
and the volume of trade are still being 
maintained at levels considerably above 
those of last year, according to a month- 
ly report by the Business Bulletin Divi- 
sion of La Salle Extension University, 
here. Business enters the Fall months 
at very close to the highest rate that 
has ever been achieved, although some 
signs of slackening have appeared in 
several lines. Employment and na- 
tional income are holding steady, and 
the total volume of business, as mea- 
sured by bank transactions, is 23 per 
cent higher than it was a year ago. 

The variations among trends in dif- 
ferent parts of the country, which have 
been evident for several months, are 
becoming even more striking. Gains 
over the levels of a year ago are small- 
est in the East and greatest in the 
West. Conditions in the agricultural 
sections of the Middle West have shown 
greater improvement than they have 
in many of the industrial centers. Much 
of this difference is due to the fact that 
activity in the industrial centers was 
at a very high peak last year and fur- 
ther increases could be expected to be 
somewhat smaller. 


Business is holding up well in the 
South and Southeast, while in the New 
England states and along the Atlantic 
coast it is lagging behind the national 
average. Any decline in war produc- 
tion would probably be followed by 
some further slowing down in these 
regions, although the increase in the 
production of civilian goods could be 
expected to offset any considerable drop 
in the output of munitions. Demand 
for goods of all kinds remains high and 
as long as war expenditures are kept 
large, activity will probably be held at 
levels at least as high as a year ago. 


Along the West coast both trade and 
industry have been rising much more 
rapidly than the national average. For 
more than two years business in this 
section of the country has been increas- 
ing faster than it has in any other and 
indications point toward still further 
advancement. The major industries 
continue to be shipbuilding and air 
plane manufacturing. Spending in con- 
nection with the large army camps in 
this region is also a factor in keeping 
the volume of trade high. 





Former Liaison Officer 
At Reclamation School 


Camp LEE, VA. — Quartermaster 
trainees in the huge Reclamation School 
at Camp Lee’s Quartermaster Train- 
ing Center are receiving expert advice 
in the proper methods of depot and 
field operations from an officer who al- 
ready has had extensive experience in 
the European Theater of Operations. 

He is Capt. Samuel M. Littlejohn of 
Clemson, S. C., a former textile chem- 
ist at Charlotte, N. C., who was liai- 
son officer between Americans and 
British in England from August 1942 
to April 1943. He is attached tempo- 
rarily to the Reclamation School, help- 
ing to conduct field tests on equipment 
and assisting officers in the training 


programs of the Clothing and Textile 
Section and the Shoe and Leather See- 
tion of the school. 

While in England, Capt. Littlejohn’s 
work took him to military establish- 
ments, depots, and post installations 
throughout the country. He checked o 
what the British had in the way of 
Army clothing and equipment and was 
part of the organization which ascer- 
tained whether we could secure any by 
lend-lease to save shipping space. He 
says one of the biggest clothing shops 
in England is now engaged in mant- 
facturing equipment for our forces. 

Capt. Littlejohn saw many Quarter 
master soldiers in England who had 
been trained in the Quartermaster Re 
placement Training Center, here, 
the quality of work they put out is im 
dicative of their thorough training. 
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NESLA Recommends 


Minimum Standards 


Boston, Mass.—New England Shoe 
and Leather Association recently adopt- 
ed the following resolution on non- 
rationed shoes: 

“WHEREAS, the production and 
sale of non-rationed footwear are per- 
mitted under the Shoe Ration Order 
and encouraged by other government 
agencies because they utilize non-crit- 
jeal materials and are a necessary sup- 
plement to the nation’s short supply 
of civilian leather shoes, and 

“WHEREAS, during the experimen- 
tal stages of the development of substi- 
tute soles of non-critical materials, 
which period is now over, some non-ra- 
tioned types of shoes may not have 
given satisfactory wear and service to 
the consumer, but 

“WHEREAS today, many substitute 
soles have been developed and produced 
which give wear and service at least 
equal to leather soles of comparable 
grades of value, now 

“THEREFORE, BE IT RESOLVED 
that the New England Shoe and Leather 
Association does recommend the con- 
tinuance of such non-rationed footwear 
as being in the interest of the public 
as well as that of the shoe industry, and 

“BE IT RESOLVED FURTHER, 
that our Association does recommend 
to interested officials of the War Pro- 
duction Board and Office of Price Ad- 
ministration that minimum standards 
be set up for substitute soles covering 
wearability, adhesion and water ab- 
sorption, which tests should be secured 
by the producer or distributor of these 
soles, thus assuring the consuming pub- 
lie satisfactory wear of non-rationed 
shoes.” 

Signers of the resolution on behalf 
of the association, were: A. W. Berko- 
witz, Bourque Shoe Co., chairman; 
Philip W. Lown, Lown Shoes, Inc.; 
Thomas F. O’Byrne, Somerset Shoe 
€o.; Arthur Pfeiffer, Frank H. Pfeif- 
fer Co.; Meyer Saxe, Kesslen Shoe Co. 


Correction 


John A. Beaumont, whose views on 
sales instruction for retail shoe sales- 
people were quoted in an article on 
page 46 of the August 15 Boor & SHOE 
Recorper, is teacher trainer for the 
Division of Distributive Education of 
the Texas State Board for Vocational 
Education. The article referred to him 
as director of industrial teacher train- 
ing at the University of Texas, but 
Miss Laura Murray holds this position. 





Shoe Men Receive 
Commissions 


CINCINNATI, OHIO — Two executives 
of the L. V. Marks & Sons Co., shoe 
manufacturers, recently received com- 
Missions for military service. 
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As the Twig is Bent... 


Most foot trouble, according to the American Acad- 
emy of Orthopedic Surg has its beginning in 
infancy and early childhood .. . is largely caused bv 
outgrown shoes and shoes fitted too large. 





To provide as many American children as possible 
with one pair of a size when a size change is needed, 
and to simplify dealers stocks for accurate fitting, 
Baby Deer Shoes and Trimfoot Pre-School Shoes 
with fit retaining ““Cuddle-Back” heel construction 
are confined to a “one best” type for each stage of 
foot development from birth to age five. 


Let’s concentrate on fit, not fuss ...sizes, not patterns 
..-80 that tomorrow’s citizens can enjoy the blessing 


of sound, healthy feet. 





TRIMFOOT COMPANY « FARMINGTON, MO. 


BABY DEER SHOES AND 
TRIMFOOT PRE-SCHOOL SHOES 








Lester V. Marks, merchandising man- 
ager and a director, has been commis- 
sioned a Second Lieutenant in the ad- 
ministrative branch of the Army Medi- 
cal Corps. Jack P. Hyman, who cov- 
ered a Middle Western sales territory 
for the company, has been commis- 
sioned a Second Lieutenant in the Army 
Air Force. 


A. S. Beck Adds Radio 
Advertising Campaign 


New YorK—A. S. Beck Shoes plans 
an extensive advertising campaign for 


Fall, consisting not only of substantial 
newspaper linage in over 40 cities, but 
of radio advertising as well. A special 
musical spot announcement for station 
breaks and participation shows has 
been created and produced by Pettingell 
& Fenton, Inc., and will be broadcast 
more than 125 times a week over three 
New York stations. Radio stations in 
A. S. Beck sales territory throughout 
the East and Middle West will be added 
to the campaign shortly. Both news- 
paper and radio copy will feature the 
theme that “more women on Fifth Ave- 
nue and other fashionable streets wear 
A. S. Beck shoes than any other shoe.” 
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Condon Appointed 


| Sales Manager 


70 
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MILITARY OXFORDS 
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. | s _ BUCKLE 





—e preterm COLORED 
COMPOSITION SOLE 
SIZES 6-12 


Send for Catalog— 
saleby Postecer Line 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


Oe 


WOMEN'S SHOES 


Se A EF OF FO 


H. C. MARXMILLER 


PACIFIC COAST SALES 
WOMEN'S FOOTWEAR 


{Inquiries invited) 
831 So. Sycamore St, LOS ANGELES, CAL. 
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POLISHING CLOTHS 
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CADIE CHEMICAL PRODUCTS INC. | 
621 SIXTH AVE., NEW YORK CITY 





Offer inns Display 


Bronson, Micu.— L. A. Darling is 
now offering a group of “Fighting Fig- 
urettes” to merchants desiring patriotic 
windows or store showings. Nine fig- 
urettes, 24 inches in height, represent- 
ing every branch of the fighting forces 
including war workers and a new fight- 
ing Uncle Sam, comprise the group. 

Uniforms are authentic in detail and 
correct in color. The figurettes were 
designed, not as a novelty group but as 
a historic one of symbolic figures. 
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Brockton, Mass.—J. Joseph Condon 
has been appointed stock department 
sales manager of Charles A. Eaton 
Company, manufacturers of Eaton- 
Crawford and Etonic Arch Shoes, here. 


J. JOSEPH CONDON 


Always a shoe man at heart, Mr. 
Condon, when a freshman in high school, 
started his shoe career working Sum- 
mers at the George E. Keith factory 
in Campello, Mass. In 1912, Mr. Con- 
don, by then a full-time clerk in the 
Walk-Over advertising and stock de- 
partment, after serving his apprentice- 
ship in every department of the factory 
except accounting, received his first 
opportunity to realize his ambition to 
sell shoes. Serious illness created a 
sudden vacancy on the Walk-Over 
sales staff in mid-season, and Mr. Con- 
don was selected, without notice, to 
fill in. 

This started an uninterrupted sales 
career of twenty-five years in which 
Mr. Condon covered virtually every 
state in the Union and gained a circle 
of acquaintances with buyers which 
has few rivals in the shoe field. 

From Walk-Over, Mr. Condon later 
joined the sales staff of U. S. Shoe 
Corp., until he was appointed manager 
of the stock department of John E. 
Lucey Shoe Co. 

Mr. Condon joined Charles A. Eaton 
Company as manager of their stock 
department in 1939. Under his super- 
vision the Eaton stock department vol- 
ume has increased to more than double, 
with an outstanding record of helpful 
service to retailers. 


The company, believed to have been 
the largest single-factory Army shoe 
maker during the first World War, an- 
nounces that by some time in October, 
they expect to have completed more 
than 3,500,000 pairs of shoes for the 
Armed forces serving their country in 
the present war. There will be, how- 
ever, no celebration of the achievement 
of this record, since, as C. Chester 
Eaton, president of the company, said 
in a recent statement: “That was mere- 
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AUBURN, N. Y. 


ly the kind of things free enterprise 
can do in this country.” 

“What tickles me,” he continued, “is 
that we have taken good care of all the 
regular customers whose peacetime 
business made this factory what it is 
today. Our civilian production is just 
about double what it was in 1940. My 
son has just received permission from 
the government to increase our civilian 
production considerably, and we’re go- 
ing to use it to help our dealers stock 
up their shelves.” 


Plan Spring Shoe Fair 


Des MOoINEs, [A.—The Iowa National 
Shoe Travelers’ Association is holding 
its 1944 Spring Shoe Fair at the Hotel 
Fort Des Moines, here, November 7-8-9. 
This “Fair,” which covers all of Iowa 
and the adjoining states, will follow 
the Minnesota show. Salesmen who 
cover the Northwest Show can make 
the Des Moines Fair and still make the 
Nebraska show November 10-11-12. 
This arrangement of shoe dates makes 
it possible for the Midwest representa- 
tives to cover all of the Midwest in twe 
weeks. 

As usual, the Iowa Travelers will 
hold their salesmen’s “Get-together” in 
the “Cabin” of the Hotel Fort Des 
Moines Saturday, November 6. 

Reservation for the Iowa Fair is it 
care of A. C. Robertson, Hotel Fort Des 
Moines, Iowa. 
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Travelers Enjoy 
Annual Picnic 


Cuicaco, Inn.— Each year for the 
past six years George M. Groves of the 
Groves Shoe Co. has held a picnic on 
his farm to which is invited the entire 
membership of the Shoe Travelers’ As- 
sociation of Chicago. The event was 
attended this year by more than 80 
men. Mr. Groves’ farm, known through 
much of the Midwest as Plentiwood 
Farm, comprises about 200 acres, and 
much of the enjoyment of the food at 
the picnic comes from the fact that it 
is home-grown produce. After an after- 
boon of rustic sports, a huge corn roast 
was held in the evening topped with 
salads, baked beans, and frankfurters. 
The men voted it the most enjoyable 
sutdoor event of many months. 
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High School Students 
To Study Retailing 


Sr. Louis, Mo.—With the opening of 
the St. Louis schools this fall, “part- 
time cooperative training in retailing” 
is being made available to some 3,000 
high school seniors. New in St. Louis, 
it is known as the “swing shift” plan, 
and it enables students over 16 in their 
last year of high school to attend school 
a half-day, either in the morning or 
afternoon, and work in a local retail 
establishment the other part of the 
day. Two student workers will hold 
down each full-time retail store job for 
a minimum of 15 hours each week. The 
plan is designed to expedite the transi- 
tion from school to business of those 
85 per cent of students who graduate 
from high school with no intention of 
attending colleges or universities. “It 
is this 85 per cent group we are inter- 
ested in helping to adjust themselves to 
business,” says Francis Wright, super- 
viser of Distributive Education. “Under 
no consideration will we tolerate these 
student workers to be used a a cheap 
labor threat to other workers. The 
prevailing adult hourly wage rate shall 
be paid these student workers,” added 
Mr. Wright. 

One of the required retailing courses 
will deal with merchandising, selling, 
credit, advertising and display funda- 
mentals. Other required “related sub- 
ject” courses include business arithme- 
tic, speech for salespeople, personnel 
problems in retailing, and individual 
personality or store situations that 
arise to disturb the new student worker. 
Each one will be required to develop a 
merchandise manual on a particular 
retail department, a product of his 
selection, such as shoes, gloves, hats, 
wearing apparel, hosiery, etc. The 
classroom work will tie in with the di- 
versified working experience to be pro- 
vided by the cooperating employers. 

It is estimated that already some 1500 
jubs have been made available. 

“Now that we have higher taxes, 
this plan will be the means of keeping 
many boys and girls over 16 in high 
school until they graduate, and provide 
them with much needed practical work 
experience to round out their high 
school education. This is not a war- 
time measure; it reflects the trend in 
education and will be a permanent part 
of the St. Louis public schools’ cur- 
riculum” said Mr. Wright. 


Handles Leather Export 


MILWAUKEE, WIs. — Raymond A. 
Wolff is now handling the export of 
leather for Albert Trostel & Sons Co., 
having recently joined the organization 
after a long term of service in the same 
capacity for the Eagle-Ottawa Leather 
Co., of Grand Haven, Mich., and prior 
to that with the Fred Rueping Leather 
Co., of Fond du Lac, Wis. He is widely 
known to foreign importers. 
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Manufacturers find their 
uniformity and invariably 
fine nap make up into bet- 
ter looking, better wear- 
ing shoes. Black and Town 
Brown. Write for Samples. 


- 
COLONIAL TANNING CO. 


BOSTON, MASS. 


also producers of work shoe splits 
ond Colonial Patent 








| Marks 30th Year with Firm 


New YorkK —“Tommy” Bialek, of 
A. S. Kreider Shoe Co., is observing his 
30th anniversary with this firm. Mr. 


oy | Bialek has been in the shoe business 
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“TOMMY” BIALEK 


all his life. His cheery smile is well 
| known in shoe circles throughout the 
| country, and the history of his busi- 
ness career is a full-fledged “success 
story.” 

When he was still a schoolboy, Mr. 
Bialek had his first job in the shoe 
business, working after school for a 
retail store in the Bronx as stockboy 
and errand boy. Later he began to 
wait on trade. 

In 1913 Mr. Bialek joined A. S. 
Kreider Shoe Company as a stockboy 
in the shipping department of the firm’s 
jobbing house in New York City. It 
was D. Robert Kreider who gave him 
his first opportunity to sell shoes on 
the road, by offering him the company’s 
lines of baby shoes. At that time, none 
of the company’s other salesmen wished 
to carry baby shoes, on the ground that 
there was no volume to be had in this 
line. Mr. Bialek demonstrated other- 
wise by selling $90,000 worth of baby 
shoes in his first season. Later on he 
was given the East side of New York 
territory which he covered with the 
other lines made by the company, lead- 
ing the sales force in volume of business 
done in a territory where the firm had 
had no previous representation. 

After the war, when the shoe mar- 
ket broke, a number of small merchants 
went out of business and volume opera- 
tors entered the picture. The company 
had to change its policies to sell direct 
to the volume trade, and Mr. Bialek 
took over the representation and made 
a success of it. In the depression he 
produced $2,000,000 worth of business 
—when other shoe salesmen were find- 
ing the going uphill. 

Mr. Bialek’s son, Howard, was asso- 
ciated with his father in the New York 
office of A. S. Kreider Shoe Co. He is 
now serving with the U. S. Army in 
the Signal Corps. 





GOING TO 
PHILADELPHIA ? 
~ $TOP ¥ 


at the 


BENJAMIN 
FRANKLIN 


HOTEL 








Where you stay in. Philadelphia in. 
fluences your business and social ac- 
ceptance. So choose your hotel with 
care! The Benjamin Franklin offers 
you the service and distinction of a 
great hotel at moderate rates—from 
$3.50 single, $5 double, $6 with twin 
beds. Air-conditioned Coral Cafe and 
Garden Terrace. 1200 outside room 
all with combination tub-shower and 


circulating ice water. 





BENJAMIN FRANKLIN 
Philadelphia's 
Finest Hotel 


George H. O'Neill 
Managing Director 


John B. Piotrowski 


CHIPPEWA FaLus, Wis. — John B. 
Piotrowski, one of the founders of 
Chippewa Shoe Mfg. Co., here, died re 
cently. He had retired from active 
duty two years ago because of his 
health. 

Mr. Piotrowski had been in the shoe 
business all his life. At the age a 
15 he joined the Putnam Shoe Co,, Ber 
lin, Wis., and when his family moved 
to Chippewa Falls, he joined Weyer 
berg Shoe Mfg. Co. as manager. f 
1901 Mr. Piotrowski and John & 
Andrejeski organized the Chippewa 
Shoe Mfg. Co., which they operated 
until 1926; at that time, Mr. Piotrow- 
ski became sole owner upon the death 
of his partner. 

Mr. Piotrowski was a past president 
and director of the local chamber of 
commerce, he served on the city council 
and was a member of the school board 
where he served as secretary. He was 
also a charter member of the local cout 
cil of Knights of Columbus and served 
as financial secretary; a member 
the Wisconsin Manufacturers’ Associ#- 
tion and of the United Commercial 
Travelers. 

He is survived by his widow, Mr. 
Bernardine Piotrowski; two brothers 
Louis A. and Floyd,.S,, and four sisters 
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__ JEASY TO USE—SAVE TIME 
AVOID ERRORS! 


Know where you stand on every trons- 
ection involving ration currency. It's 
easy to know all detoils with Steck's 
especially designed shoe ration forms. 
They provide the ideal method for 
handling current and back orders ond 
all necessory credits and debits of ro- 
tion currency. System cuts letter writ- 
ing to ration boards, monutocturers, 
etc., ond insures accuracy. For exam- 
ple, Form 371 (Defective Shoe Report) 
tokes care of all details ond ration 
currency credits for defective mer- 
chandise you may receive. The low 
cost effective Steck system will sove 
hours of time ond meon extra profits 
for your business. 


Form 369—Remittence end Receiving Record 
Form 370—Shee Ration Remittesce Advice 
Form 37!—Defective Shee Report 


ta 


AUSTIN, Manufasturing Stationars 











Portland Retailers 
Elect Officers 


PORTLAND, ORE.—New officers for the 
ensuing year have been chosen by Port- 
land Shoe Retailers, Association, as fol- 
lows: Thomas Bagwill, president; O. 
H. Thomas, vice-president; Max Del- 
man, treasurer, and Milton Carke, sec- 
retary. 

George Bitzer, outgoing president, 
expressed appreciation of the splendid 
conperation given by the Portland Of- 
fice of Price Administration, and espe- 
cially to James Mount, in charge of 
shoe retailing for his personal efforts, 
which have enabled the shoe retailers 
to handle the problem of rationing har- 
moniously and with fairness, both to 
customers and the government. 


John Pfeifer 


PHILADELPHIA, Pa. — John Pfeifer, 
retired shoe store proprietor, 79 years 
old, died recently at his home here. Mr. 
Pfeifer operated a shoe store for forty 
years until his retirement in 1932. He 
8 Survived by three sons, George, Wil- 
liam and Robert; and four daughters, 
Mrs. Fred Dippold, Mrs. Orville Trate, 
Mrs. Garrett Christ and Miss Margaret 

er. Mr. Pfeifer was a member of 
the Brotherhood of St. Michael’s Lu- 
theran Church, here. ~ 
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She Escaped from a 


| ‘Japanese Prison 


The first woman to escape from a Jap- 
anese prison, Mrs. Gwen Priestwood 
treasures these shoes which carried her 
through her 1000-mile trek from Hong- 
kong to Chungking. In her book, 
“Through Japanese Barbed Wire", this 
young Englishwoman describes her thrill- 
ing escape. Grateful for the comfort 
and good wear they gave her, Mrs. 
Priestwood would like to find out who 
made these rubber-soled shoes. 





Business Active at 


Chicago Show 


Curicaco, ILL.—Although there were 
fewer exhibitors than usual, the month- 
ly shoe show held recently at the Hotel 
Morrison under the auspices of the 


Shoe Travelers’ Association of Chi- 
cago brought in a considerable amount 
of business. As for some time past, 
the demand for house slippers of any 
kind was big. However, there were 
few orders on this type because few 
manufacturers are in a position to fill 
them. Once again, buyers were willing 
to place orders for practically anything 
they could get. 

Once again, shoes made of non-criti- 
cal materials were in evidence. Dressy 
shoes, sandal types, open-toes, with 
uppers of cordé or gabardine are 
mounted upon synthetic soles. 

In leather shoes there was activity 
in reptiles. Many smart sandals in 
snake, lizard and alligator brought 
orders in quantity. Low heeled sandals 
with ankle strap are much to the fore 
in retail advertising right now, and 
these moved rapidly during the show. 

Where normally black outsells every 
other color at this time of year, shoe 
men reported that today brown is al- 
most on a par with black in popularity. 





Shoe rationing, priorities, style 
limitations and price ceilings 
are a few of the restrictions 
on war-time shoe merchandis- 
ing which emphasize the im- 
portance of correct fit. 


If you pride yourself on su- 
perior fitting service, tell your 
customers about it. If you are 
equipped for X-Ray Fitting 
Service... advertise it... 
it in your school-shoe promo- 
tions...employ it to close 
sales quickly... to convince 
customers that you fit shoes for 
more “foot-hours”’ per pair. 


Today, more than ever, X- 
Ray Shoe Fitting is a winner 
in building and maintaining a 
successful shoe business. ..an 
ACE to “‘play” for the duration 
and years thereafter. 








ONLY A FEW 
IN THE DECK! 


If you want an X-Ray to 
serve you for the dura- 
tion, act promptly. X- 
Ray production, too, is 
limited for the duration. 


Avy) TW 
X - RAY) 
SHOE FITTER %uc. 


3533 NORTH PALMER STREET 





Exhibitors for Shoe Market Week 


Melrose Slipper Co., Little Falls, N. Y. 
Menihan, J. G., Corp., Rochester, N. Y. 
Mercury Footwear, Brooklyn, N. Y. 
Metro-Craft Shoe Co., Manchester, N. H. 
Metropolitan Shoemakers, Inc., Chicago, Ill. 
Meyer Co., Inc., Frank C., Lawrence, Mass. 
Middletown Footwear, Inc., Middletown, N. Y. 
Milford Shoe Co., Inc., Milford, Mass. 

Milius Shoe Co., St. Louis, Mo. 

Miller Hess & Co., Inc., Akron, Pa. 

Miller, 1., & Sons, Inc., Long Island City, N. Y. 
Monarch Shoe Co., Chicago, Ill. 

Mosinger Brothers, St. Louis, Mo. 

Municipal Shoe Co., Brooklyn, N. Y. 

Myrna Shoe, lac., Manchester, N. H. 


Natural Bridae Shoemakers (Div. Craddock- 
Terry Shoe Corp.), Lynchburg, Va. 
Nettleton, A. E., Co., Syracuse, N. Y. 


Old Colony Shoe Co., Brockton, Mass. 
Orthopedic Shoe Co., Portsmouth, Ohio 


Pacific Shoe Co., Inc., San Francisco, Calif. 
Paramount Shoe Mfa. Co., St. Louis, Mo. 
Paramount Slipper Co., Garfield, N. J. 
Peerless Footwear, Inc., Souderton, Pa. 
Pennant Shoe Co.. St. Louis, Mo. 

Peters Shoe Co., St. Louis, Mo. 

Yhysical Culture Shoe Co., Portsmouth, Ohi- 
Pied Piper Shoe Co., Wausau. Wis. 

Pincus, Lester, New York, N. Y. 

Pli-Mode Shoe Company, Everett. Mass. 
Posner, Dr. A., Shoes, Inc., New York, N. Y. 
Prudential Shoe Mfg. Co., New York, N. Y. 


Queen Quality Shoe Co., St. Louis, Mo. 


Rasmussen Shoe Co.. The, Westboro, Mass. 
Reed, E. P.. & Co., Rochester, N. Y. 

Recordia Mfq. Co., New York. N. Y. 

Rice Lake Furnishing Goods Co., Rice Lake, 


Wis. 
Rice-O'Neill Shoe Co., St. Louis, Mo. 


[ CONTINUED FROM PAGE 93] 


Roberts, Johnson & Rand, St. Louis, Mo. 
Rochester Shoe Tree Co., Rochester, N. Y. 
Rogers Bros. Shoes, Inc., Boston, Mass. 
Rogers & Ferralli, Inc., Los Angeles, Calif. 
Rope-Soles, Inc., New York, N. Y. 

Roth, Rauh & Heckel, Inc., Ripley, Ohio 
Reuben Gordon Shoe Co., Inc., Philadeiphia, 


Pa. 


Saco-Moc Shoe Corp., Portland, Me. 

Safran-Sundel Shoe Co., Boston, Mass. 

Saks, M. J., Shoe Corp., New York, N. Y. 

Samuels Shoe Co., St. Louis, Mo. 

Sandler Bros. Specialties Co., Boston, Mass. 

Sandler, A., Co., Boston, Mass. 

Saul Brothers, Chicago, Ill. 

Saval, Ted, Los Angeles, Calif. 

Schawe-Gerwin Company, The, Cincinnati, 
Ohio 

Schneider Shoe Co., St. Louis, Mo. 

Schoenfeld & Schor, New York. N. Y. 

Scholl Mfq. Co., Inc., The, Chicago, Ill. 

Schwartz & Benjamin, Inc., New York, N. Y. 

Selby Shoe Company. The, Portsmouth, Ohio 

Servus Rubber Co., The, Rock Island, Ill. 

Shields Slipper Corp., Bombav, N. Y. 

Shoe and Leather Reporter, Boston, Mass. 

Sinbac Shoe Co., Chicago, Ill. 

Smith, The G. Edwin Shoe Co., Columbus, 
Ohio 

Smith, J. P., Shoe Co., Chicago, Ill. 

Spalding, A. G., & Bros. Shoes, Marlborough, 
Mass. 

Spalsbury-Steis-Deevers Shoe Co., Frederick- 
town. Mo. 

Sport Specialty Shoemakers, Inc., St. Louis, 
Mo 





Springstep, Inc., New York, N. Y. 

Stacy-Adams Co., Brockton, Mass. 

Stein-Sulkis Shoe Co.. Haverhill, Mass. 

Sterling Lact Coro., New York, N. Y. 

Stetson Abbott Shoe Co.. Skowhegan, Maine 

Stetson Shoe Co., Inc., South Weymouth, 
Mass. 


Stillman, H. C., Shoe Co., Lawrence, Mass. 
Sun Shoe Mfg. Co., Chicago, Ill. 
Superior Shoe Co., Chicago, Ill. 
Swan Shoe Co., Inc., Baltimore, Maryland 


Tanners’ Council of America, New York, WN. Y. 
Teeple Shoe Co., Waupun, Wis. 

Tober Saifer Shoe Co., St. Louis, Mo. 
Tupper Preview, New York, N. Y. 

Tweedie Footwear Corp., Jefferson City, Mo. 


United Last Company, Boston, Mass. 

United States Shoe Corp., The, Cincinnati, 
Ohio 

Universal Shoe Mfg. Co., Lynchburg, Ve. 
(Div. Craddock-Terry Shoe Corp.) 


Vamos, Alfred, New York, N. Y. 
Valley Shoe Corp., St. Louis, Mo. 
Vardaman Shoe Co., St. Louis, Mo. 
Vitality Shoe Co., St. Louis, Mo. 
Vogue Shoe Inc., Los Angeles, Calif. 


Waldes Koh-l-Noor, Inc., Long Island City, 
New York 

Walkin Shoe Co., Schuylkill Haven, Pa. 

Walk-Over Shoes, Campello, Brockton, Mos. 

Walton, A. G., & Co., Inc., Boston, Mass. 

Washington Shoe Co., Inc., Salem Depot, 
N. H 


Weigert-Dagen, St. Louis, Mo. 

Weil Shoe Co., M. K., St. Louis, Mo. 
Wellco Shoe Corp., Waynesville, N. C. 
Well-Worth Slipper Co., Inc., New York, N. Y. 
Werman, A., & Sons, Inc., Brooklyn, N. Y. 
Winthrop Shoe Co., St. Louis, Mo. 

Wolf. A. N., Shoe Co., Denver, Pa. 
Wolff-Tober Shoe Mfg. Co., St. Louis, Mo. 
Women's Wear Daily, New York, N. Y. 
Wood & Smith Shoe Co., Auburn, Maine 
Woodsco, Inc., Norwood, Cincinnati, Ohio 
Wright, E. T., & Co., Inc., Rockland, Mass. 





Advertising Stepped Up to 
Catch Transient Customers 


Los ANGELES, CAL.—Jack Zelkowitz, 
manager of Jack’s Shoe Store in Mon- 
rovia, says he is doing more advertis- 
ing since shoe restrictions were pvt into 
effect than he has ever done. 

Monrovia, a suburb of Los Angeles 
where business people of the moderate 
income class retire, has seen an influx 
of business since the war—not only 
from the Santa Anita encampment 
close-by, but from the many defense 
workers of the air craft industries who 
have settled in the Los Angeles area. 
“The town is full of strangers; I ad- 
vertise in the newspapers because that’s 
the first place a stranger looks when 
he wants shoes,” explained Mr. Zel- 
kowitz. “I use material furnished me 
by shoe manufacturers of brands that 
I carry, together with some original 
ads of my own. Many of the new cus- 
tomers coming in have found satisfac- 
tion in a certain brand of shoes; most 
of them are taking jobs that require 
eight hours a day of hard foot work; 
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they want shoes that former experience 
has taught them are comfortable.” 


New Inventories Due 


September 30th 


WASHINGTON, D. C.—AIl shoe estab- 
lishments—retailers, distributors, jeb- 
bers and manufacturers—are required 
to take inventory of rationed shoes on 
hand as of the close of business Thurs- 
day, September 30th, OPA has an- 
nounced. An amendment to the Shoe 
Ration Order requires that this inven- 
tory be reported on OPA Form 
R-1701-A, a new inventory and sales 
record form, two copies of which were 
mailed to each shoe dealer whose name 
is on file with the OPA Inventory Unit. 
Every shoe establishment must prepare 
and report in duplicate, keeping one 
copy and sending one copy to OPA In- 
ventory Unit, Empire State Building, 
New York, on or before October 10th. 

OPA explained that the majority of 
shoe dealers may expect to receive the 
new inventory forms through the mail. 
However, any dealer who does not re- 


ceive them by Monday, September 27th, 
must apply to his local ration board or 
his OPA district office for the two 
copies needed. The forms will not be 
available at OPA boards or offices be 
fore that time. 

At the time the Shoe Ration Order 
was issued, it required dealers to re 
port their inventories at six - month 
intervals, on dates to be announced by 
OPA. The first report was called for 
as of April 10, 1943. The date of the 
second inventory is now announced 4 
September 30th, ten days short of the 
planned six-month period. The change 
was made so that the inventory date 
would fall at a month’s end as well a 
the end of the quarter and thus con- 
form to usual business procedure. 

It was further explained that early 
filing of the reports will furnish im 
formation on actual inventories which 
will contribute directly to government 
decisions on the length of shoe ration 
periods. Therefore, although the dead- 
line for filing i¢ October 10th, dealers 
were urged to mail their completed Te 
ports as soon as possible before Sep 
tember 80th. 
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Report Success of 


Four Freedoms Show Chicago, lll._—Ensign Bernice Stevens, 
PHILADELPHIA, PAa.—The Four Free- recently commissioned in the WAVES at 
doms War Bond Show is achieving its the Naval Reserve Midshipman's School 
major objective—selling large quan- at Northampton, Mass., has now been as- 
tities of series “E” War Bonds—ac- signed to active duty in the Navy. En- 
cording to the first in a series of offi- sign Stevens is a graduate of North- 
cial reports released by the sponsors western University, Evanston, Ili. For 
on the show’s operation and results. ae ee 
Ia each city, the promotion is presented cago. She also acted as publicity and ad- 
under the national sponsorship of the vertising manager of the Central States 
United States Treasury Department Shoe Fair. 
and The Saturday Evening Post, and 
oa of a leading work for the interest of the retail trade 
The first report covers the show’s and the display industry in laying 
national premiere in Washington, D. C.., plans for a display convention for the 
at the Hecht Co., from April 27 to post-war period. This committee will 
May 8. The report was prepared by develop plans for exhibits for manufac- 
the Post with the approval of the Trea- ‘urers and work closely with the dis- 
sury Department, and is published as playmen’s ay = assisting them in 
a guide to stores scheduled to present planning the educational features of 
the promotion, and to national and their program, arranging for speakers, 
local advertisers who voluntarily as- ete. ° . E 
sist as “supporting sponsors.” The committee is as follows: W. L. 
The report will be distributed to a Stensgaard, W. L. Stensgaard & As- 
Salted list of local War Finance Com- sociates, Inc., chairman; Albert Bliss, 
mittees, department store executives, Bliss Display Corp.; Trowbridge H. 
cooperating advertisers and publishers. ge A. Darling Co.; L. J. Char- 
The show has already covered de- a E 1 pees a as cm 
partment stores in five Eastern cities: hell , G. ay ee  O ty eee 
Strawbridge & Clothier, Philadelphia; 4°). remy 90 ee Uy Cenep 
Log Filene’s Sons Co., Boston; The “*“*™ Adler-Jones Co. 
m. Hengerer Co., Buffalo; and Sib- 
i, Lindsay & Curr Co., Rochester. In Plan Transfer of OPA Office 
New York the show was sponsored at RicHMonp, VA.—Transfer of the ad- 
Rockefeller Center by The Fifth Ave- ministration of the Norfolk District 
 peeengeag ; OPA office to the Richmond district 
show is now booked well into wij] become effective on October 1, ac- 
uext year. The schedule for the bal- cording to Brigadier-General J. Fulmer 
or ‘nie year is as foltows: Kauf- Bright, local OPA director. Details 
it wan urgh, September 8-15; iooking toward the elimination of the 
: son Company, Detroit, Sep- Norfolk district and its reestablishment 
tember 27-October 9; The May Com- as a branch of the Richmond office will 
pol teh ay hat aon y gon be discussed at a conference to be held 
vember 11-22; and Stix, Baer & Faller by aye at ae hE. Saes- 
St, Louis nar 16-23 » houser, director of the Norfolk district. 


scary ae Henry F. Fitzgerald 


Plan for Post-War LYNCHBURG, VA. — Henry Franklin 

° Fitzgerald, 54, retired, who had been 

Convention associated with Craddock-Terry Shoe 

Cuicaco, Int. — W. L. Stensgaard, Corporation, died recently at his home 

thairman of the exhibits committee of here. He .is survived by his widow, 

the National Association of Display In- Mrs. Ruby Stewart Fitzgerald, and two 
, has appointed a committee to sons. 


September 15, 1943 
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DESPITE PRIORITIES, MANPOWER 
AND MATERIAL SHORTAGES, 
WE ARE ABLE TO OFFER 


A COMPLETE LINE OF UNUSUAL 
ADVERTISING NOVELTIES AND 
SOUVENIRS FOR BOYS AND 
GIRLS. 


PROMPT DELIVERY ASSURED 


42 YEARS OF LEADERSHIP 


THE INDUSTRIES inc. 


39-45 WEST 10th STREET NEW YORK CITY 











To help our fight- 
ing men along this 
road to victory... 
buy wor bonds! 





To help you do a 
good day's work in 
St. Louis ... get a 
good night's rest at 





HOTEL 
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HELP WANTED 


WANTED TO PURCHASE 





TTENTION, RETAIL SHOE SALES 
MEN: ere is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and_ taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
ymportant qualifications. Here’s chance to cap- 
italize om your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., [ndustriai Ave- 
nue, Danville, Illinois. 





Sa SALESMAN. THE SCHOLL MFG. 
O., INC., world’s largest makers of Foot 
Aids offers exceptional opportunity for a man 
draft exempt, seeking permanent position. Shoe 
sales experience necessary; good salary while in 
training; broad opportunity for advancement: 
vacations with pay; group insurance. Good 
character and reference required. Write O. R. 
Forberg, 213 W. Schiller St., Chicago, Il. 





WANTED 
WOMEN’S SHOE BUYER 


This is an opportunity to get in 
on the ground floor with one of 
the leaders in the industry in es- 
tablishing a new group of stores. 
Good salary—unusual possibili- 
ties. 


If you are thoroughly familiar 
with the $5.00 to $9.00 price 
field and influential with your 
sources, if you are capable of 
styling, buying, and exercising 
executive supervision over a 
group of stores, reply in writing, 
giving full history of your ca- 
reer and qualifications. 


Address 841, care 
BOOT & SHOE RECORDER 
100 East 42nd Street 
New York 17, N. Y. 














FOR RENT OR LEASE 








OUTLET SHOE STORE 


—for rent or lease 
ully operated 12 vears. Large oil refineries 
ww an yg nes especially in jobs 
and and financed shoe man will 
quality f 4 “this extablished location. Low operat- 
ing expenses. 
Write: JOHN J. TERRELL 
Ponca City, Oklahoma 


Succesef 
—.-™ 























SELL US 


FOR CASH 
AND RATION CURRENCY 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 


any of the 15 leading St. Louis factories 


M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 











SHOE EXECUTIVE 








Top-Notch 
Shoe Executive 


Desires New Connection 


Now connected with chain of department stores, 
doing gill shoe buying, merchandising. advertis- 
ing, field work, ete., in medium-priced grades in 
all classifications. Many years of experience 
covers all grades and all phases of the shoe busi- 
ness. Particularly well versed in Women’s Nov- 
elty field. For personal reasons unhappy in pres- 
ent position, desires connection doing similar 
work with live-wire organization offering future 
and financial return in exchange for hard work, 
intelligence, experience and 100% all-around 
ability, Draft exempt, age 39, married. Will 
consider any proposition in keeping with above 
qualifications. What have you? 

Shoe Recorder, 





Address 843, care Boot and 
1627 Locust St., St. Louis 3, Mo. 


LINE WANTED 


FOR PACIFIC COAST TERRITORY— 
Unrationed Shoe or Slipper Line. Address 
#832, care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17, N. Y. 

INE WANTED—For Georgia and Florida 

territory—unrationed line of women’s nov- 
elty shoes to retail at $4.00 or $5.00. All ex- 
perience with one of largest manufacturers. 
Address #845, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


MANAGERS WANTED 


MANAGERS WANTED: For Medium Price 
Well Established Family Shoe Stores. 
Openings in Illinois, Indiana, Michigan, and 























Ohio. Prefer married men between 30 and 50. 
Must have clean record. Salary and Bonns. 
When replying give draft status. Applicants in 
Illinois apply to E. A. LANE, Box #623, 
Bloomington, Illinois; in Indiana te R. W. 
SHIGLEY Miller-Jones Company, Vincennes, 


Indiana: in Michigan to F. P. McINTYRF, 
Box 107, Marshall, Michigan; in Ohio to F. 
C. GROVE, Box #658, Columbus 16, Ohio. 





SIDE LINE SALESMAN WTD. 


ALESMAN wanted in the State of Florida 

to carry as a sideline women’s shoes for 
wholesaler. Address # . care Boot & Shoe 
Recorder, 100 East 42nd Street New York 17, 
N. ¥ 








WANTED TO PURCHAS 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa, 
Phone Lombard 2062 














SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N.Y. 
Phone WOrth 2-5180 











WE BUY 

SURPLUS AND COMPLETE STOCKS| 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 






































































po iy 


Pee 
B-848, B 
High Str Str 


YounG NG 
Women 
Florida, p 
Box B-84 
Street, Bi 


ETAII 
39; d 
Address 2 
East 42nd 














OUR C 
—$1.30 





WE BUY 





SHOE STORES 








FOR CASH 











BARSH & CEASAR 














31 N. 4th S¢#., Philodelphio, F 





Phone MARket 1666 





. 


SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes fres | 
retailers, jobbers and manufacturers. 
Visit our new worehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 

















The rate for 
Minimum charge, 75 cents. 


address should be counted. 


i < 





“Position and Lines Wanted” 


advertisement 


When a box number is desired twelve worda should be added for the address. 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.2 
In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


Advertisements for this page must be in our New York Office 10 days preceding publication date. 


undisplayed advertisements. 
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Boot and Shoe Record 
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POSITION WANTED 


— tt 
XPERIENCED AND ENTHUSIASTIC 
E*SHOE EXECUTIVE (46 years old), de- 
sires more responsibility as Manager and Buyer 
tly with a progressive firm. Have 
had past 22 consecutive years successful experi- 
ence in Men’s, Women’s and Children’s popu- 
lar priced and high grade shoes, with outstand- 
ing qualifications and record; recognized Ortho- 
ic and Scientific foot authority; thorough 
knowledge selling, managing, buying, merchan- 
dising, stock control and personnel training. 
Past experience shows effective and conserva- 
tive operation with steadily increasing volume 
of business turnover and profits. Excellent 
references as to ability and integrity. Now em- 
. Desire advancement. Any location. 
Address Box #749, care Boot and Shoe 
Recorder, 100 East 42nd Street, New York 

7, N. Y. 


ETAIL, 








SHOE EXECUTIVE, over 20 
years’ Managerial, Buying and Selling ‘ex- 
i high grade Men’s, Women’s and 

Thorough knowledge of Market; 
capable assuming full responsibility. Extensive 
Orthopedic background; large following medi- 
cal profession New York and Vicinity; excel- 
lent references. Available immediately; Age 
38; Married; two children; draft deferred. Ad- 
dress #823, care Boot & Shoe Recorder, 100 


East 42nd Street, New York 17, N. Y 





OSITION WANTED—-Shoe Buyer. Now 

six years with better department store as 

assistant buyer, basement shoes. Age 35; draft 

exempt. Full knowledge buying and all phases 

shoe department operation. Address 37844, 
Shoe Recorder, 100 East 42nd 
York 17, N 4 


HAIN STORE MANAGER, YOUNG, draft 

deferred; thorough shoe man; windows; re 
ports; interested in future with progressive 
chain or better grade shop; go anywhere. Ad 
dress #839, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








YOUNG MAN—WOMEN’S SHOE SALES. 
MAN AND MERCHANDISER dGesires A-1 
Proposition; draft deferred. Address Box 
B48, BOOT AND SHOE RECORDER, 10 
High Street, Boston 10, Mass. 


OUNG MAN, DRAFT DEFERRED, A-1 

Women’s Shoe Salesman, desires Miami, 
Florida, position. Available October. Address: 
Box B-847, Boot and Shoe Recorder, 10 High 
Street, Boston 10, Mass. 


ETAIL STORE MANAGER, draft exempt; 

39; desires change. For more information. 
Address #842, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 











FOR SALE 


OUR CASES WOOD SOLE PLAYSHOES 
—$1.30 pair; white and combinations; also 
ases red and green fabric synthetic sole 
$2.40 pair. These are not rationed. 

send samples. Available immediately. 
#840. care Boot & Shoe Recorder, 
42nd Street, New York .? we 





17, N 





PasapeNa, CALir.— Staff Sergeant 
Iyle I. Avery, formerly with the Gude 
Shoe Store here, has been advanced to 
the position of first sergeant at the 
Prisoner of War Camp in Ogden, Utah, 
according to recent announcement. 


Atiend State Guard School 


Houston, Tex. — Captain Michael 
and Lt. Delos Miller recently 
M@tended the State Guard Officers’ 
School conducted by the Army at Camp 
Tex. Both Captain Murphy and 
Milier have had three years of ser- 
Vee in the State Guard. 


Stplember 15, 1943 


think shoes could win the 


To hear the Boss, you'd 
war. He's gone completely nuts on 


this comfort business. “Archie” he says, ‘men are so busy these 
days they've got to have comfortable feet to keep going, and to 
do their best work. Today, more than ever, I feel repaid for 
working so hard to develop those SOLID COMFORT features 
in Etonic Arch Shoes . . . you know, Archie, those strong double- 
rib Etonic steel shanks I hunted all over the country to find some- 


one to make . 


really give the feet suspension arch support . . . 


There, see what I mean folks? ... 


. and those Etonic arch support cookies that 


on and on like that into the 


evening... be’s still talking shoe comfort when I come-to between 
naps. Ob, I know he means all right, but I just don’t get this 
business of making men’s feet comfortable no matter how much they 
rush about. I like to chase squirrels myself — but for real SOLID 
COMFORT give me that soft rug before the fireplace! 





18 STYLES IN STOCK 
Some Styles 5-18, 
AAA-EEE 


SOLID Comfort 


Send for details of Etonic Arch franchise and localized advertising. 


Made in the bootshop of CHARLES A. EATON COMPANY, Brockton, Mass 


Don’t Buy Unless You 
Need Shoes, Says Store 

MIAMI, Fia.—‘“The Cowen Shoe 
Stores are desirous of taking care of 
their own customers to the best of their 
ability, with service and sizes in shoes 
that they have been buying for the 
past 30 years, in the hopes they will be 
able to retain their patronage after the 
war. Every father wants to take care 
of his children. Coupon 18 is good un- 
til October 31, so you have plenty of 
time to anticipate your needs. How- 
ever, don’t procrastinate and wait until 
the last week. Our stocks are being re- 
plenished every day and at the present 


Custom Bootmakers since 1876 


time are in fair condition, but don’t 
buy shoes unless you need them. Buy 
bonds for Victory.” 

This is a sample of the spots which 
Cowen’s Shoe Stores are sending over 
radio in an attempt to have customers 
who really need shoes shop early and 
avoid the rush of expiration date, ac- 
cording to M. L. Cowen, president. 

Ten employees of Cowen’s Shoe 
Stores are now in the armed forces. 
Included are two sons of Mr. Cowen. 
Raymond L., just 23 years old, has been 
with the forces for three years, and is 
now a sergeant serving in Africa since 
last May. Myron J. is a lieutenant in 
the Marines, having received his com- 
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Named President 
Of Brown Co. 


[CONTINUED FROM PAGE 91] 


Ltd., and eighteen years with Sander- 
son & Porter, engineers, in which firm 
he became a partner. Mr. Coburn, as 
chief executive officer of The Aviation 
Corporation, organized its business and 
that of its subsidiary, American Air- 
ways, Inc. (now American Airlines, 
Inc.). For several years he was en- 
gaged as president in the reorganiza- 
tion of McLellan Stores Company, and 
later was president of Air Associates, 
Inc. 

Other officers were reelected as fol- 
lows: -E. H. Maling, vice-president in 
charge of finance and accounts, and 
treasurer; W. L. Campbell, vice-presi- 
dent in charge of manufacturing; H. 
E. Houghton, vice-president in charge 
of sales; R. W. Bowlen, assistant trea- 
surer and assistant secretary; R. H. 
Marshall, comptroller; J. B. Hopkins, 
secretary; and L. A. Pierce, clerk. 

All present members of the board 
of directors were reelected and Mr. 
Coburn was added. The directors are: 
Robert Braun, Portland, Maine; Orton 
B. Brown, Berlin, New Hampshire; 
J. B. Challies, Montreal, Canada; Fred- 
eric G. Coburn, New York City; John 
H. Fahey, Swampscott, Massachusetts; 
G. Blair Gordon, Montreal, Canada; 
John J. Hagerty, Boston, Massachu- 
setts; H. P. Kendall, Boston, Massachu- 
setts; and Laurence F. Whittemore, 
Pembroke, New Hampshire. 

The Brown Company reorganization 
was affected through a Reconstruction 
Finance Corporation loan which has 
since been reduced substantially. 


New Mar-Proof Decals 
Adhere to Crinkle Finish 


CuicaGo, ILL.— The Meyercord Co. 
announces two radically new mar-proof, 
wear-resistant decalcomania nameplates 
designed for speedy, permanent applica- 
tion on raw, painted or crinkle-finished 
metal known as Type C and Type G. 

While they are sold now only to 
authorized manufacturers of war ma- 
terials, they will be available after the 
war to all industries. 

Developed for current use in essen- 
tial industry by The Meyercord labora- 
tories, the new transfers result in a 
saving of time, money, weight and crit- 
ical nameplate metals, as well as elim- 
inating rivets, bolts and screws. Absence 
of sharp, protruding edges furnish an 
additional safety factor. 

Mar-proof decals are usable on flat, 
convex or concave surfaces and have 
been subjected to rigid tests for abra- 
sion, extremes of heat and cold, immer- 
sion, salt spray and humidity. They 
are available in a wide range of cclors 
in either the Type C open letter design 
or the Type G background transfer de- 
sign. 
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